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Pattern 2944-2 Shown 
is Forstmann Black 
Fabric with gold kid 
bow trim and gold 
buck-shot edging. 69 
last 21/8 heel. 


ALLURING FOOTWEAR 


Sleek, slender footdress with that distinctive touch so appreciated by well groomed 
women. . . . Tweedies are just naturally the shoes for your choice customers. 


TWEEDIE FOOTWEAR CORPORATION, JEFFERSON CITY, MO. 





BOOT AND SHOE RECORDER 


YOIC 


© 


AF you are air-minded, you'll get 
a thrill out of the Airlines Terminal 
opposite the Grand Central Station 
and adjacent (modestly) to the of- 
fice of the Boot anv SHoe Re- 
corperR. Actually, you can look out 
the window and see eye to eye with 
the squat eagle—emblem of speedy 
travel. 

They opened the magnificent five 
million dollar building last week 
and all we need to do is to walk 
across the street and buy a ticket 
for any spot in the United States. 
Once we are in the big bus that 


leaves the Terminal, we have 
nothing to do but let Man and Ai 
take us to our destination. 

We almost wanted to put a look- 
out in the window, to hail the shoe 
men as they speed away. It looked 
like a shoe convention the day after 
the opening of the Air Terminal be- 
cause some eighteen planes were re- 
served for shoe men going to the 
Chicago convention. 


This is only the beginning. The 
world is going to come very close 
to our door as time goes on. We 
can pick up our bags, go across the 
street and buy a ticket and start off 
for Lisbon, Hong Kong or Buenos 
Aires—with no more effort than 


MIPEE 





dipping your hand into your pocket 
for the price. It is positively amaz- 
ing to think of -what rapid transit 
has done in so short a span of time. 

We like last-minute hopping, so 
five minutes before travel time we 
ran across the street, answered the 
questions—Destination, round-trip 
or one way, name, address and 
weight—and in a whisk we were 
pulled out of a congested civiliza- 
tion, surrounded with its filing cab- 
inet buildings and shot up into the 
empty air. 

We are particularly looking for- 
ward to seeing Fred Emerson rush 
into the Airlines Terminal for one 
of those quick-dash trips of his to 
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spots unknown. He was a pioneer 
in world-round air travel and now 
that things are made so much easier 
we expect to see him in again, out 
again, off again—and that holds 
true for many other shoe men who 
fly the air. 

And if by any chance you are 
using these amazing facilities, just 
drop across to 100 East 42nd Street 
and say hello to the Boot anp SHOE 
RECORDER. 


F. C. CRAWFORD, president of 
Thompson Products Company, says: 

“CAPITALISM—Not a System: 
First and most important: This in- 
dustrial system—free enterprise—is 
not a system at all. It is simple, 
everyday human nature expressing 
itself in a land of freedom. Observe 
the great American market demand- 
ing more pieces at lower prices. Ob- 
serve labor demanding more money 
and less hours. Observe capital de 
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manding security and return. All 
are natural human demands. Sweep 
free enterprise all away, let people 
alone, give them freedom, and the 
same thing will come back. 

“THE DRIVING FORCE OF IN- 
DUSTRY: The persistency of these 
natural demands of human nature 
(selfishness) is the driving force of 
industry prodding management to 
devise ways to increase the produc- 
tion of wealth. 

“INDUSTRY PRODUCES 
WEALTH: Industry is not a poker 
game with a fixed amount of money 
where one player can profit only to 
the extent of another’s losses. It 
is a device for producing Wealth. 
All may gain by it. 

“PARADOX OF INDUSTRY: 
When new wealth is created, even 
though the customer pays less for 
goods per unit, there is more to di- 
vide between capital and labor. This 
is the seeming paradox of industry. 








“DISTRIBUTES WEALTH: It is 
a device which tends to balance it- 
self, thereby distributing wealth 
fairly. If one corner pulls too hard, 
the other corners will eventually pull 
their way and balance it up. Too- 
high wages mean too-high cost and 
no orders, etc. It always has and 
always will be this way. 

“NOT A CHARITY: Not that 
industry’s sole object is to produce 
the goods which are the basis of 
our standard of living. Industry is 
not a charitable institution or a 
Sunday School. It is a healthy tug- 
of-war right from the start. 

“INCREASED PRODUCTION IS 
PURCHASING POWER: High 
wages are a result (not a cause) 
of increased production of wealth. 
The same is true of low prices and 
high return on capital. Therefore, 
increased production is purchasing 
power. 

“IT WORKS: Let us look at re- 
sults. For over fifty years this sim- 
ple device of production has turned 
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—That during the past 3000 years 
this world has had only 300 years 
of Peace—a measly 10%/,? 


—That one person in every four to- 
day is employed in 14 industries 
that did not exist 50 years ago? 


—That shoe laces are going to be 
in large demand in the Army, and 
5 million pairs are being made 
through contracts, at less than two 
cents a -pair? 


—That Germany, suffering from a 
shortage of leather, is finding that 
the linings of stomachs of large 
animals, normally used as food- 
stuffs, make satisfactory leather 
substitutes. 


—That cotton mills used 770,000 
bales of cotton in October, com- 
ing pretty close to the record 
month of their history; the crop in 
1940 exceeded 12,000,000 bales. 


—That 1,252,000 bicycles were 
manufactured in 1939; previous 
highest recorded production was 
1,182,700 in 1899. 


President 





out wealth as it never was turned 
out in the world before. The Amer- 
ican standard of living has been 
raised to a point higher than ever 
before. American wage scales have 
reached a point higher than ever 
dreamed of. Capital accumulated 
while prices for goods reached new 
low levels. 

“NO CLASSES IN AMERICA: 
There are no classes in the Amer- 
ican system. All of us are Market. 
Ali of us are Capital. All of us are 
Labor.” 


W ORD MAGIC. It’s the season of 
the year for coining new words for 
trade marks, trade names, and it’s 
perhaps the end of the cycle for 
those words starting with “Tred,” 
only because we seem to have ex- 
hausted the accompanying words to 
go with it. Looking through the new 
dictionary, we see on the top of 
page 1114 the word “hexapod,” 
which intrigues us immensely, be- 
cause three customers have six feet, 
and if there ever were a six-footed 
animal, he would be one of the 
“hexapoda.” We don’t intend to go 
through the “arthropoda,” which 
are true, or six-legged insects, be- 
cause as yet they furnish no market 
for shoes, material or use—which 
brings us back to our original 
plight—how to find a new name for 
shoes. 
- 7 ” 

PHILIP D. REED, chairman of 
the Board of the General Electric 
Company, said: 

“The elements are with us that 
make for inflation and a wartime 
boom in prices. Government and 
industry alike are determined that 








this shall not occur. It can be pre- 
vented without government compul- 
sion if, and only if, every company, 
every industry and every organized 
group in the country will firmly 
embrace and accept the principle 
that prices and wages shall not be 
advanced arbitrarily to take advan- 
tage of the situation created by the 
defense activity. 

“Although profit margins on de- 
fense work will be narrow—indeed, 
too narrow to be justified under 
normal circumstances—we are here 
faced with very special conditions 
which call for sense.” 


HION. JOHN W. HANES, speaking 
before the Congress of American 
Industry on “FINANCING OUR 
DEFENSE PROGRAM,” said: 
“Today the nation if experiencing 
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definite economic recovery. Our in- 
dustrial machine is being pushed to 
its fullest capacity. In 1938 the 
heavy goods industries were floun- 
dering in depression — smokeless 
chimneys, idle factories and de- 
pleted family budgets. Today the 
heavy industries face a new prob- 
lem. That problem is production 
and more production with the great- 
est possible speed. It is unneces- 
sary at this point to go into the 
question of whether or not there will 
be an unfortunate aftermath. The 
fact is the steel, automobile, textile, 
chemical, and machine tool indus- 
tries are running at top speed in 
producing goods and employing 
people. We are in a period of real 
economic recovery. 


“In his message to Congress in 


January, 1938, President Roosevelt 
stated that this country should look 
forward to a national income of 90 
billion dollars. We have not as yet 
achieved that goal but we have 
reached a point where, with true na- 
tional unity, with genuine coopera- 
tion by all the elements of our na- 
tional economy and with our best 
patriotic minds planning to meet the 
issues of this emergency aggressive- 
ly, we have every right to expect a 
national income of $100 billion a 
year, and even more. 

“I conscientiously believe that 
we can reach this objective without 
the froth and foam that usually ac- 
companies a boom period. Another 
boom is something that this country 
should avoid. We can do it on a 
flat price economy together with ef- 
ficient production. The challenge 
facing our country calls for work, 
and more work, production and 
more production.” 


” 7” ” 


CARL F. BURGSTAHLER, presi- 
dent the N.S.R.A. and president of 
F. E. Foster & Co., Chicago, IIl:, 


said: 


“The 1941 Shoe Fair was an un- 
usual success from many stand- 
points — business written and at- 


tendance—which were marked by 


enthusiasm, optimism, and coopera- 
tion throughout the period of the 
show. But especially important was 
the fact that this year’s Fair seemed 
to be on a higher plane than ever 
before. That education has become 
increasingly more important—was 
demonstrated in our clinics, which 
were busier than ever; by the ex- 
hibits and displays themselves, and 
by the style show method of presen- 
tation. There are a number of us 
who hope that this trend to educa- 
tion will continue so that the group 
as a whole will promote education 
for potential shoe men through 
their boards of education and voca- 
tional training schools in their own 
communities. 

“I am sure that it can well be 
said that this year’s entire Shoe Fair 
indicated an enthusiasm for the im- 
mediate future that will continue 
throughout 1941.” 


LESTER PINCUS, who lives a life 
of high and fast style on Duane 
Street, New York, planned to cover 
all three of the big shows before he 
got back to town. Riding the train, 
with a small portable radio, we 
heard “Six Lessons from Madame 
La Zonga”—which was a natural 
for asking him for “Six Lessons in 
Shoe Buying from Lester Pincus.” 
So here they are: 


“Lesson No. 1—Right shoes at right 
time. 

“Lesson No. 2—Merchandise your sell- 
ing plans before you do your buying. 

“Lesson No. 3—Don’t worry about what 
sells elsewhere—know your own market. 

“Lesson No. 4—Always be open to buy 
so you can get the newest styles while 
they are new. 

“Lesson No. 5—Never worry about the 


mark-up. Worry about the mark-downs. 
“Lesson No. 6—COMMON SENSE 
PLUS GOOD SHOES EQUALS PROF- 

















“It's a triple ‘hot foot’ he learned at the Shoe Convention.” 











I Pleated 


natural color snakeskin makes 


flattering, smart trim on this black gabar- 
dine pump from La Valle. 


2 Fringe . . . the native. Ameri- 

can thought .. . carries on in 

adaptations like this. Black 

suede pump with gold kid plat- 

form sole and fringe lining. 
From Valley. 


Smart tweed cape sports ensem- 
ble. A Ladies’ Home Journal 
“Masterpiece of Fashion” from 


the Style Show at Chicago. 


HIGHLIGHTS 


From the 
Chicago Show 


STYLE interest at the Chicago Show . . . in women’s 
shoes, anyhow . . . centered in new treatments and adap- 
tations of established bases. Take it all in all, the second 
lines are an improvement over the first. 

Take patterns, for instance. Since the trimmed } um) 
is destined to be the number one pattern for Spring . . 
and in no uncertain terms .. . the manufacturer < job 
has been to make his pumps just as interesting as pos 
sible. He has done it with bows. Flat bows, flaring 


3B One of the most attractive new pump trims. 

Separate fine strips of leather rolled in scroll 

form and finely stitched. Wall last pump from 
Avon. 


4 The “shoe of a thousand windows” or 

“Grecian Sandal.” The second name suggests 

the new Greek fashion theme. An underlay of 

stretchable plastic cut out to form an edging 

to the suede stitched over it, gives sufficient 

stretch to the shoe for right adjustment. From 
Boyd-W elsh 


5 Interesting pattern with high 
front and open back. Beige 
suede with fine snakeskin insert 
down center of vamp and co 

ering platform. From I. Miller. 
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to Spring Lines. “Salable” Is the Word 





these Smart, Wearable New Shoes. 


bows, fringed bows, tiny bows, big bows. He has done 
it, too, with other kinds of throat and vamp ornaments. 
Pleated saddles, scrolls, buckle effects, medallions of 
different shapes. A prime object is to make the vamp 
look very, very short. 

Elasticizing influences the designing of pumps this 
season more than ever. The classic spectator pump is 
often made with elasticized side areas. New ideas in 
trimming spectators are found in almost every line. The 
tip and foxing has slightly different outlines. Perfora- 
tions differ in size. One high style house shows a new 
spectator with an oblong flat leather appliqué at the 
throat instead of the usual tip treatment. Straps for 
spectators seem to be gaining headway little by little. 

After pump, slipons . . . low-riding or high-riding 
and opened-up .. . are second choice. Sandalized ox: 
fords are popular in some lines. 

Sandals with very low heels are more and more in 
the style picture. (See RecorpeERr article in Nov. 23 issue 
after the showing of first lines.) If the trend to Grecian 
themes and style sources grows in importance this type 
will make a wonderful promotion shoe. 


Monk types with buckles continue to be among the 
[TURN TO PAGE 31], PLEASE] 





4 Another type of throat ornament .. . 

color wooden buckle matches the 
color of the platform sole and contrasts 
with the medium brown shoe. From 
Valley. 


Left: This window is considered the best Bullock’s, Los 


Startling Innovations Were Lacking at the Recent National 
Shoe Fair in Chicago. But New Ideas in Treatments and 
Detailing, Use of Materials and Colors, Gave Fresh interest 


that Describes 







% Attractive use of a copper metallic 
finish as trimming on a beige shoe. Very 
narrow strips of the leather are inserted 
in the quarter and around the open toe 
wall last and used to make the bow. 
From Johansen. 







































































I “Balkan Beads” . . . multicolor beads in 

flower-like clusters at the throat .. . suggest a 

new fashion influence, stemming from current 

front page news in the Balkan Peninsula. The 

shoe is dark blue with red piping at throat. 
From Boyd-Welsh. 


2 The peasant or native theme in this straw 
heel covering. The shoe’... a popular sil- 
houette . . . is in soft tan. The straw is cocoa 
brown interwoven with red, yellow and green. 


From I. Miller. 


Reinhart. 




















3 Attractive use of the asymmetric line 
in a strap play shoe in soft crushed red 
leather with white binding and platform. 


















SHOE WINDOWS 
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Above: This window from Allen’s Boot Shop, Trenton, 
N. J., is built around the theme of adequate stock. The 
huge size chart is dramatic and effective, and drives home | 
more emphatically than could any amount of 2 agri 
the fact that adequate sizes are carried by this store. 

Note how everything ys agg is subordinated to 
é t t. 


Right: Again the frame idea is used in an excellent : 
window from Geuting’s, Philadelphia. Notice how clear- 
cut and simple is the arrangement, yet how effective from . 
peehenete foe An dmaginnr 4 Again shoes are placed : 
in reversed position to permit a view of them as they i 
would appear when worn. oa 


ie 


Left: This window is considered the best Bullock’s, Los 
Angeles, has had in years. It produced more direct sales 
and inquiries than any other recent display. A card 
under each frame gives the style number and price of 
each shoe. The frames show the new shoes at eye-level, 
and staples are grouped on the floor, thus affording cus- 
tomers the opportunity of seeing these newer types from 
the same perspective as when they are on the feet. 


BBY and large, from recent shoe windows, it is possible 
to draw the conclusion that they are becoming an in- 
creasingly important part of the shoe store or shoe de- 
partment’s selling agents. The day of “pretty picture” 
windows is past—as is the time when merchandise was 
placed in the display windows with little consideration 
for its relation to the specific selling picture. 

Much thought and careful planning goes into the shoe 
windows of today. Merchandise is studied from the 
customer’s point of view—and is arranged and presented 
in a way that will stimulate the urge to buy. Window 
displays, thus, become functional—as much salesmen as 

[TURN TO PAGE 31, PLEASE] 


Above, right: “Saracen Slippers” was the theme of this 

Bonwit Teller window, tying up with their current pro- 

motion of dramatic evening fashions by “The Motley’s 

of London.” Inspired by shoes brought back from the 

Crusades, these are shown against a two-colored shield 
which suggests a coat-of-arms. 


Below: Winter Sports were used as the basic idea for this 
effective display by The Fair Store, Chicago. On the 
blackboard in the center panel were listed sixteen resorts, 
and opposite each were given the temperature, snow 
depth and general condition, for the benefit of prospec- 
tive skiers. These reports were changed each morning, so 
that they would be accurate. Ski and snow clothes and 
ski boots, ice skates and accessories were featured. 


A Few Examples of the Sales Appeal of 


Current Shoe Windows—Gathered from Ali 
Over the Country—and Taking Top Honors 


as Displays Which Makes Sales. 


With a SELLING PUNCH .. . 
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Above, right: Joseph Holmes, United 

Last Co., Boston, and Ted Orr, Potter 

Shoe Co., Cincinnati, at the National 
Shoe Fair in Chicago. 


Above: The Johnsonian man lights up a long 

church warden pipe for Charles F. Johnson, 

Jr. of the Endicott-Johnson Corp., Endicott, 
N. Y., at the Shoe Fair in Chicago. 


- 


Left: Emphasizing the importance of fel: for 

footwear, the girl in slacks listens as Jules WV. 

Marshali of American Felt Company points 
the way. 








Above: Captain John CG. Lilewel- 
lyn of the United States Army 

rmaster Corps in Wash- 
ington, has a friendly discus- 
sion with Michael Murphy of 
Krupp & Tuffly, Houston, Texas. 
Capt. Llewellyn was assigned to 
cover the Shoe Fair for its eco- 
RNomic significances, while Mr. 
Murphy was chief of staff of the 
Sales Planning Clinic, a feature 

of the Fair. 


Right: Howard Lape, vice-presi- 
dent of Julian & Kokenge Com- 
pany, left; Herbert N. Lape, 

rman of the board, center; 
and Herbert L. Lape, president, 
tight. The Julian & Kokenge 
@nnual election was held re- 
tently. Photo was taken at the 
National Shoe Fair in Chicago. 


Left: Visiting retailers at the 
United Shoe Machinery Corp. 
exhibit at National Shoe Fair in 
Chicago. Left to right: C. W. 
Porath, Wausau, Wis.; Clem 
Schlaefer, Green Bay, Wis. and 
G. R. Rogers, Decatur, Ill. 


Below: Theodore J. Rock, Wood 
& Smith Shoe Co., Auburn, Me., 
was an interested visitor at the 
exhibit of Onco Insole-ated, na- 
tionally-advertised cellulose in- 
sole, at the Shoe Fair, Hotel 
Stevens, Chicago. 














PROMOTE 


These Themes 


it INDIAN THEME. Moccasin toes, fringing, thong 
lacing, beading. Indian Brown, Mohawk Brown, buck- 
skin and saddle shades. 


2 COWBOY THEME. Patterns based on cowboy 
boots. Studding, fringing, tooling and embossing. 


Buckskin and saddle colors. 


3 SAILOR THEME. Strong in ready-to-wear and hats 
as well as of growing importance in shoes. Two eyelet 


ties . . . the sailor tie revived. And perhaps a new idea 


for shoe lacing . . . an adaptation of the old middy tie. 


Navy blues. 


4 SADDLE THEME. Saddle colors. Very popular in 
casual types. Shoe in saddle color leathers, often 


trimmed with brass studdings in cowboy style. 


5 AVIATION THEME. Buckle monk strap shoe for 
women, derived from the men’s monk strap, adopted 
as the official shoe by the army aviation officers. Flying 


Blues . . . Airway and Royal Air Force, a grey blue. 


6 RED. Typified here by a fire engine and fire- 
fighter’s helmet. Red very strong in ready-to-wear in 
topcoats and jackets, in formal coats and reefers for 
town wear, in skating clothes, in hats, gloves and 
handbags. And red in shoes for tailored and dressier. 
as well as casual wear. (See Recorper Dec. 21 article. 
“The Greeks Have a Word for It.”’) 


7 CASUAL THEME. Casual shoes slated to be just 
as big as we thought they would be. To be worn with 


easy-going town, as well as country, clothes. 





In 41... 


There’s Animation and Variety in the 


Spring Promotion Themes. The Re- 
corder Picks these Highlights to Dram- 


atize the New Spring Shoes. 


I} WALLED LAST. Typified here by the girl on skis. 
The walled last continues, a reflection of the ski boot 
influence. The newer idea is the raised front without 
ridge, in the new pump lasts, also being used in men’s 
and children’s shoes. It, too, reflects the ski boot 
influence. One high style house has continued success 
with a walled last with a very small opening which 
gives the effect of an overhanging balcony. 


2 BOOTMAKER THEME. The bootmaker antiqued 
finish continues strong in shoes for Spring on smooth 
and alligator calf, in tan and saddle colors. The news 
is that it is now being used on handbags as well. It is 
ali part and parcel of the saddle influence. 


3 HEELS—High and Low—as a Promotion Theme. 
Heels are still going down and there will be more 
really low heels worn than ever before. But there will 
also be plenty of high—20/8 and 21/8—heels in such 
types as spectators as well as dressy shoes. 


4 PLATFORM SOLES . . . Wedge Heels . . . for Pro- 
motion. Platforms, thin for dressier types; thick for 
casual types; thick rocker bottom platforms as a new 
style. Wedge and modified wedges for casual shoes. 
These are all slated to continue. 


S WORLD OF THE FUTURE THEME. Typifying 


the use of plastics in uppers, heels and ornaments. 


© REPTILE THEME. Alligator very big for Spring. 
Wearable for this season because it is soft and light 
weight, thanks to new tannages. Snake trimming also 
important. 


7 STEEL AGE THEME. Typifying the metallic fin- 
ishes—the bronzes and gunmetals. Also the metal- 
covered heels and metal ornaments. 











JUVENILE 


THE story of the association of William Ashe with the 


children’s shoe department of Bon Marché, Asheville, 
N. C., reads like an Horatio Alger tale. It is an out-and- 
out success story, with the hero starting 15 years ago as a 
salesman on the floor in the women’s shoe department. 
and climbing the various rungs of the ladder until to- 
day he is manager and buyer of both women’s and chil- 
dren’s departments of the store. What’s more, each 
year’s sales figures have shown a substantial increase 
over those of the year previous. 

None of this just happened. The reasons behind the 
phenomenal success of Mr. Ashe and his departments 
all point in the same direction—hard work, ethical deal- 
ing and the adherence to proven principles. When Mr. 
Ashe opened a complete juvenile section on the same 
floor as the women’s department in 1930, he started with 
an inventory amounting approximately to $1,100 at cost. 
He featured well-known, branded lines for both girls and 
boys. The department, which opened three weeks before 
Easter, ran up sales of $750 Easter week. Since then 
sales have been growing steadily, with 1940’s sales sev- 
eral times ahead of those for 1930. 

Mr. Ashe attributes the increase to constant contact 
with mothers and their children, stressing the impor- 
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DEPARTMENT 


tance of fit and rendering courteous service. Not the 
least important is the fact that good shoes will always 
bring back customers for succeeding pairs, according to 


Mr. Ashe. 


AS he puts it, “I am a staunch believer in fitting the 
children correctly, and for a children’s shoe department 
to thrive, it must have constant attention and supervi- 
sion, concentrating on a few lines. We have plenty of 
sizes at all times in order to give the children the very 
best fit. We are ordering shoes almost every day in order 
to do this. We also keep a record of the sizes sold, kind 
of shoe and the date it was purchased. This enables us 
to check back in the event we have a complaint and, too, 
we have the names of our customers to whom we mail 
cards when new shoes come in; also for special sales 
events. Too, we have souvenirs that we give to small 
children at all times.” 


Trained salespeople are under constant supervision in 


Right—A corner of the children’s shoe department ai 
Bon Marché. The shop features well-known, branded 
lines. 
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Mr. Ashe, left, manager of the Juvenile Shoe Depart- 

ment, demonstrates the fitting of shoes by X-ray. The 

fit of every pair of shoes sold in this department is 
checked by means of the X-ray machine. 


this department. Every shoe is fitted and X-rayed, so 
that fit as nearly perfect as possible may be obtained. 

The department is situated on the third floor in a 
new building into which the store moved in 1936. This 
floor is devoted entirely to the young people—and the 
shoe department is located at the right of the elevators— 
considered an excellent position. It is done in green and 
mahogany. The chairs are imported bentwood in the 
green and mahogany combination. Special emphasis is 
placed on department displays, which are always kept in 
good condition. 


On a recent Saturday, called incidentally, “Forget- 
Me-Not Saturday,” the department enjoyed the biggest 
business it had had since last year’s pre-Easter business. 
An advertisement running in the Asheville Citizen the 
day previous illustrated various shoe styles in each of 
the major lines carried, stressed the fact that shoes in 
this department were fitted by experts. 

So it is, to come back to our original statement, that 
the career of William Ashe reads like a hero story. By 
careful merchandising to give good value at fair prices, 
and by offering service and careful fitting, he has built 
a reputation for himself and for his department which 
keeps customers coniing back. For customers, mothers 
especially, have long memories when it comes to choos- 
ing a place to shop for shoes—and the good impression 
made by this department has proved to be a lasting one. 


W Miam Ashe of Bon Marché, Asheville, N. C., Is an Ardent 


Follower of the Principle of Good Shoes Plus Correct Fit 


Plus Courteous Service Equals Increased Sales 


CONCENTRATES 


ON FITTING 





Me ls 
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The Little Man Who Is Always There 


TO put in a paragraph the key to the success of the 
National Shoe Fair, as we see it, is a pleasure because 
it vindicates the principle that the Boot AnD SHOE 
Recorper has lived and worked for and never lost sight 
of—even during the dark, dark days of the depression. 
We prefer to have the paragraph come from an un- 
disputed authority and from facts gleaned by him at 
the National Shoe Fair. His opinion is not just the 
mouthing of words that come out of the rumble of men 
in a corridor but rather from the Clinic which he con- 
ducted at the Hotel Stevens, eight hours a day of con- 
sultation with merchants on their business planning. . . . 
So Mike Murphy said this very significant paragraph: 
“The most confused of all merchants at the Fair were 
the large retailers, chain operators and large department 
store men. The big ones were worrying about Hitler, 
taxes, the battle of Britain, the draft, competition and 
ng else. The small retailers, I found, have their 


businesses well in hand (making money), and are buying 
with confidence in their ability to sell.” 


There you have it, the story of the little man who is 
always there... The very backbone of the nation—the 
man who makes the industry what it is—and who mod- 
estly carries the load. 

The merchant comes back to his own and the public 
in cities and towns responds to his constancy because 
he is again being appreciated for what he is—a man in 
business, operating his own shop, making a living for 
the service he renders in the selection and fitting of 
shoes to men, women and children. 

In the light of what we discovered at Chicago, is it 
time for a change of definitions? What does “indepen- 
dent” actually mean in the commercial sense? Is there 
any such thing as independence as applied to business? 
Aré we not all dependent—one upon the other—the 
merchant upori the manufacturer for his source of sup- 
plies and upon the consumer for his ultimate reason for 
being? Mention the word “independent” and there 
comes a look around the gills of most of these big opera- 
tors of condescending magnanimity for a species pass- 
ing and fading from the picture—or at least that’s what 
they tell you. 

We are not going into all the abstractions and defini- 
tions of the word “independent.” What we suggest is 
the use of another term. One that has within it the 
very, simplicities of, teuth—the “ TED” 
business, conducted by the mart who his business 


by ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


and one who manages or operates the store—whatever 
its size—for a profit in wages for his work in weekly 
money and for his capital in annual dividends. 

The more you repeat the words “owner-operated,” 
the more you like them. It’s a title that holds true for 
the man who has a trade name over his store and the 
strength of “two-name paper” acceptable to the Ameri- 
can public—the name of the shoe and the name of the 
merchant, both standing up for the integrity of the mer- 
chandise and the service rendered. 

Repeat it again—“owner-operated”—and get away 
from the use of the term “independent” which may have 
a connotation today of isolation—a man by himself, 
apart. And if you want a bit of new courage for the 
days that are brightening for “owner-operated” stores, 
write a letter to W. G. Pierce, Research and Statistical 
Division of Dun & Bradstreet, Inc., 290 Broadway, 
New York City, and ask him for the “1940 Retailers 
Operating Cost Survey.” It puts the emphasis on shoe 
retailing in cities and towns with a population under 
200,000—the very backbone of a nation. And here is 
the secret of the whole principle of “owner-operated” 
business from that report :— 

“The small retailer’s total return is commonly profit 
plus salary, and an owner’s salary ratio above or below 
average may have little or no significance. Frequently 
bookkeeping convenience or tax strategy is the basis for 
deciding whether to draw the earnings of the business 
in the form of salary or of profit. An enterprise from 
which the owners or the partners draw far more than 
the average percentage of sales may be either a bonanza 
or the victim of a bleeding process which will eventu- 
ally kill it, depending upon whether a profit or loss 
remains after the owners’ salaries have been deducted. 

“The significance of the owner’s salary ratio, if it is 
far below the average, depends on the profit ratio. 1{ 
the business is profitable, a low owner’s salary may 
indicate an accumulation of working capital with which 
to build a larger enterprise. On the other hand, a low 
owner’s salary may be the result of a bookkeeping pol- 
icy which shows a substantial profit where in reality 
there is only a reasonable wage for labor.” 
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LOTTA 


Number 7088. Black Gabardine, 
Patent Trim, 5 Eyelet (Hi-Riding) 
Tie, 91 Last, 16/8 Cuban Heel, 
IN-STOCK NOW, AAAA to C, 
4% to 9, $3.90. 

Number 7089. Same in Blue 
Gabardine, $3.90. 


Drew's “Sculptured-to-the-Foot” Fitting Featured in Light-Weight Welts 


Our thanks to the many buyers who dropped in at the Irving Drew exhibit during the National 


Shoe Eair to praise the fine “sculptured-to-the-foot” fitting, the trim-tailored styling, the fine 
workmanship, and the outstanding materials used in DREW’S SHOES. Light-weight welts 
are an asset in any shoe department where you want to do a “Good Job” fitting shoes. Let 


us know when our representa- 
tive can call. 


DREW ARCH REST AND FOOT 
FRIEND SHOES TO RETAIL AT 
$6.85 to $7.85 WITH LIBERAL 
MARK-UP. DR. HISS BALANCED 
SHOES TO RETAIL AT $8.75. 


Whether you sell Drew featured foot- 
Wear or not, you will find this chart 
full of invaluable information. The 
second printing is now off the presses 
and a special copy will be sent to you 
free upon request. 





Git Any Jeet with these Seven Basic Lasts 














THE IRVING DREW CORP., LANCASTER, OHIO—30 minutes from Columbus 


New York: 746 Marbridge Bldg. 
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Fashion Futures Set New Trend 


«¢ Edited Fashion Show” Presented by Fashion Group, Inc., of New 
York in Collaboration with the Fashion Originators Guild of Amer- 
ica, Uptown Retail Guild Stores and Leading Creators of Furs, Hats, 


Shoes and Accessories. 


500 Costumes Shown by 200 Models in 


First All-American Fashion Futures Show Establishes Styles for 


@NCE again, after an interval of 
several years, the Fashion Group 
of New York presented its Fashion 
Futures, a super show planned to 
decide trends in silhouettes, colors 
and materials for the next twelve 
months. This year’s Show was viewed 
with special eagerness by the thou- 
sands of designers, buyers, manufac- 
turers and fashion experts attending 
its two performances, because this 
Show had been planned to do for 
fashion what the Paris openings in 
previous seasons had always accom- 
plished in setting general style trends 
for the new season. 

Working in collaboration with 
the Fashion Originators’ Guild, the 
Dressmaking Departments of the Up- 
town Retail Guild stores and. leading 
creators of furs, hats, shoes, and ac- 
cessories, the Fashion Group was able 
to draw its styles from the very best 
of American sources. Described as 
an “edited show,” Fashion Futures 
presented 500 costumes chosen by a 
committee of experts from a much 
larger number of costumes. 


STYLES displayed on the runway in 
the Grand Ballroom of the Hotel 
Astor during the two evening per- 
formances are important to shoe men 
from the standpoint of color, silhou- 
ette and treatment. Green . . . in 
every shade... . was the highlight 
color of the evening. Beige was also 
given a great deal of emphasis. Green 
was used in all types of clothes from 
a shaggy wool greatcoat in a “Lake 
Forest” shade to the palest of yellow 
green chiffon evening gowns. No 
green had preference over another. 


Coming Season 


Miss Frances Fadden, New York's con- 
tender for the title “Miss Fashion 
Futures”, appeared in the opening 
scene of the recent super fashion 
show at the Hotel Astor in New York, 
in this smart costume of stratoliner 
blue cape suit and emblem hat. 
Jacket, reveres and bandings of pink 
tweed. 


The beiges were in street and casual 
clothes, combined with brown, with 
green, with multicolor. Very brilliant 
colors . . . reds, purples, greens, a 
“Bittersweet” orange . . . were also 
highlighted in plaids and combina- 
tions of two solid colors in different 
parts of the costume. Cocoa brown 
shoes were noted as most satisfactory 
for coordination with some of these 


brilliant color schemes. The othe: 
outstanding shoe color was _ red 
which was definitely dramatized ii 
an accessory group. For morning 
“pursuit red” strap shoes and acces 
sories were shown with “Pilot green’ 
suits. For afternoon, red straps wer: 
worn with navy blue dresses. Fo: 
evening wear “pursuit red” platform 
sandals appeared with purple dinne: 
dresses and green jewels. 


BBLACK and white was feathred fo: 
a series of costumes. The color com- 
bination looked very new and smari. 

Beside color other trends are im- 
portant to note in relation to shoes. 
The new “soft shoulders” are in the 
same trend as the new raised toe 
shoes which do away with the ridged 
edge of the typical wall last of recent 
years. These new shoulders are not 
drooping; they are padded but not 
square. 

You should note that skirts con- 
tinue short for street wear—up to 
fifteen inches. In more informal 
clothes, they may be even shorter. 
Slit skirts for evening were shown. 
The down-in-back, up-in-front skirt 
was introduced in a cocktail suit. All 
these skirts are fine backgrounds for 
shoes. In general, daytime silhouettes 
are slim, waist lines soft and easy- 
fitting. 

Important, too, from a shoe man’s 
point of view, is the emphasis on 
draped skirts . . . the sarong being 
the most obvious. Other influences 
are the Chinese, the Greek, with soft 
flowing and pleated draperies, or 
the Evzone costume, with pantaloon 

[TURN TO PAGE 37, PLEASE] 
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I’ve played and played and played 
but I can’t break down my swell 


othe: new Peters Weather-Bird Shoes 

red ‘cause THE LEATHER IS THERE 
~via IN EVERY PAIR. 
rning 
acces Surveys show that parents know 
green’ real leather means better- fitting, 
3 wer! longer-wearing shoes. NOW... 
Oe we're telling 15 a parents <=>) 
eaerm this important storyfevery selli 
Sane: Seoath with Full, 34.Page anid (* 

¥,-Page ads in Life, Parents, Good \ 

~—s Housekeeping, Woman’s Home 
cis, Companion, Country Gentleman, 
iaiet, Hollands and Farm Journal. Let 
re im- your Peters representative show 
shoes. you how we make this smashing 
in the campaign (the biggest any manu- 
od toe facturer has ever put behind chil- 
ridged dren’s shoes) sell thousands of 
recent your customers and prospects for 
re not ou, how your store becomes local 
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«e and DIAMOND BRAND Shoes. 
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A Boot and Shoe Recorder Department 


okey PEGE 


by JOHN F. W. ANDERSON 


Take a Look Inside 


The Health Spot Shoe Store, 47th 
Street near Fifth Avenue, New York 
City, has an interesting idea for a 
window display that is an education 
to the public as to why they should 
buy better grade footwear. 

Three shoes are mounted on a 
wooden display stand in the forepart 
of the window. Each of the shoes is 
cut apart in a different location to 
show the fine construction in the shoes 
—under the surface. And to aid the 
customer in seeing the fine points of 
better grade shoe construction, a large 
magnifying glass-is set up before each 
“dissecting” job, at the proper angle, 
so that the person standing before the 


window can see the minute details of 
the construction. Not Bad! 
* * * 
“Why Die With It?” 

John L. Harris, president of the 
Ross-Harris Shoe Store, 22 West 46th 
Street, New York City, writes in to 
say that, “the BEST IDEA is worth- 
less unless tried, and if it is tried and 
found workable, WHY DIE WITH 
IT? Why not pass it along? Maybe 
some guy that needs it worse than I 
do can get something out of it.” And 
with this cooperative philosophy in 
mind, Shoeman Harris sends along an 
idea that has been tried and found 
GOOD. We reprint below the excel- 
lent letter that Ross-Harris recently 
sent out to a number of their custom- 
ers that hadn’t been in lately. 
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Ever so often we become “Pepped-Up” with a desire to learn 
what is on in the mind of an old friend. 

One among others, that Mr. Ross and I have admitted, 
is: “We are not infallible.” We are just average folks with a bit 
more than average knowledge of Feet and Shoes. 

As such we are apt to make an error now and then. However, 
the one thing that we pride ourselves on is the fact that NO ONE, 
us the opportunity to rectify an error, has ever 


that we did make an adjustment on a pair of 
records show that we followed it up with a note 
t “If all was not right, we stood ready to make 


t, Out of Mind” is NOT our way of doing things. 
go on the record that we stand ready to make good, 
nothing further, we naturally assume that all is 


some time since 
that SOMETHING IS WRONG. Do we deserve 
Heart” talk? Maybe we were wrong, who knows? 

the next time you are in our 
welcome awaits you and it will do our Old Eyes Good to see 


kindest personal regards, 
Sincerely yours, 

ROSS-HARRIS, INC. 

John Libbie Harris, 


you were last in here, we are 


borhood. A cor- 
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“Loyal Customer Night” 


A touch of good showmanship that 
is responsible for a good extra profit 
for Esserman’s Shoe Store of East St. 
Louis, Illinois, is their semi-annual 
“Loyal Customer Night.” 

Held twice each year, at the end of 
each selling season, this event is a spe- 
cial invitation to all customers who 
have purchased at least one pair of 
shoes each year for the previous three 
years to attend a special promotion 
when discounts of ten per cent on every 
pair of shoes in the store are allowed. 

Just before the event, the manage- 
ment goes over its lists of customers, 
checking for those whose purchases 
have been profitable to the store. Some 
are taken from mailing lists, still more 
from the regular record, and from the 
files of the salesmen, totaling around 
650 extra good customers. To each the 
store sends a letter pointing out how 
much their business is appreciated. 
Two handsomely printed tickets are 
enclosed, entitling the holder to enter 
the store on the afternoon or evening 
of the feature, with one friend or rela- 
tive, and buy at a discount. 

All shoes chosen for the event are 
arranged on tables to facilitate the 
customer’s quick selection and to en- 
courage the purchase of several pairs. 
One pair of-every shoe in stock is on 
display. The customers choose their 
own shoes and the salesmen merely 
act as fitters. 

The ten per cent discount amounts 
to almost no loss and has proven to be 
a large enough attraction in a no sale 
store to make certain that the store 
pulls the largest amount of business 
for the year on these two semi-annual 
special event nights. 

se 
“Expensive in Every Detail but 


Price!” (Leed’s, Los Angeles) 
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SALE IDEA OF THE WEEK 
(Marshall Field & Co., Chicago) 


One of the most successful methods of conducting 
shoe sales is that used by Marshall Field & Co., Chi- 
cago. Because the methods used by this store’s shoe 
departments are used again and again and successfully 
so year after year, a survey of the plant should prove 
useful to the shoe merchants of the country. 

Most stores stage clearances and end-of-season sales 
regularly. This firm, however, not only offers end-of- 
season merchandise at clearance prices, but also at the 
same time reduces prices on every pair of shoes in stock, 
including their newest and most advanced styles. Thus 
the sale period serves not only as a time to clear shelves, 
but also provides the starting gun in selling new season 
styles. This event occurs twice yearly, in AUGUST 
when Spring and Summer styles are cleared and new 
Fall shoes get their first public presentation, and in 
FEBRUARY, when Fall and Winter shoes are cleared 
and discounts are offered on the new Spring shoes— 
including all styles and all price ranges. As soon as 
the month is over, all shoes are sold at their regular 
prices. 

Thus, THROUGHOUT THE SALE PERIOD, in ad- 
dition to a large assortment of past season shoes at 
greatly reduced prices, the public is offered its choice of 
a constantly changing assortment of new styles. Cus- 
tomers know that new merchandise is arriving continu- 
ally and keep returning to the shoe departments, wel- 
coming an opportunity to get the latest styles. at 
reduced prices. Regular customers are sent advance 
notice of the sale and are given the privilege of com- 
ing in to pick out their shoes several days before the 


REAL SALE SHOES are gathered together in a 
section set aside as the Clearance Room in the regular 
fifth floor shoe department. Wide price range and selec- 
tions of sports shoes, evening slippers, styles for street 
and afternoon wear are all arranged on tables according 
to size. Customers are advised to “drop in often. You’re 
sure to find lots of shoes to fit your feet.” 


ADVERTISEMENTS of the sale are not of the con- 
ventional type just featuring price and clearance, but 
rather are keyed to fit in with the current style trends. 
The newest shoes and latest styles are shown in the 
advertisements as part of the sale event. The fact is 
emphasized that the customer can get new shoes at 
lower prices and the public is urged to buy in abun- 


dance. SAVE BY BUYING NOW is the keynote. 
Advertisements for the MEN’S DEPARTMENT talk 


a man’s language and feature shoes in all the store’s 
famous brands and lasts. One reads: “At these special 
prices it’s ‘good business’ to purchase not only for your 
present needs but for your future requirements.” 
Broken lines and sizes, winter brogues, slippers and 
Spring shoes are all featured. 


For the CHILDREN’S DEPARTMENT advertise- 
ments suggest: “Are your youngsters hard on shoes? 
Make a list of their needs for months ahead, fill it now, 
and save a lot.” 


The volume of business and the increased traffic in the 
shoe departments during these two months of the year 
are proof enough to Marshall Field & Co., of the suc- 


sale opens to the public. 


cess of their sale selling program. 











Planned Advertising 


Advertising is just salesmanship, 
and similar to a good salesman sell- 
ing more shoes, a good ad will draw 
more customers into your store. But 
advertising to a degree is a hit-or- 
miss proposition because we do not 
always know what will appeal to cus- 
tomers at a given time. It is hit-or- 
miss in the same fashion as salesman- 
ship because we cannot always 
analyze human nature and buying 
moods. 

But, as in salesmanship, with ex- 
perience we can cut down the misses 
in advertising and score more hits. 

Many small shoe stores follow the 
advertising policy of copying the ads 
of the big stores in town, but on a 
smaller scale. That’s all well and 
good because in this way a store can 
draw on the brains of expert ad men, 
but there is always the danger that 
the small store may forget that the 
character of their respective busi- 
hesses are different in other factors 
than size. In other words, advertising 
should reflect the character of your 
business for greatest effectiveness. If 
@ store serves the rank and file of 





WHEW SHIPMENT! 


WESTERN 
STRIDER 
Lene yourself « 
pair of cowbey 
tan leather moc- 
casins! Your feet 
will feel spurred 
inte action by 
the supported 
arch and you'll 


Written by Betty Jane Mitchell, Shortridge. 
Sketched by Martha Lee Dienhart, Shortridge. 





An appeal to the school girl through 

the school girl’s eyes. This ad of 

Block’s, in Indianapolis, was written 

and sketched by two girls who wear 
them. 


people, the advertising should feature 
big shoe values for the money. And 
the advertising should be placed 
where a store’s potential customers 
will see it. 

If a store sells high priced shoes 
the store should advertise where bet- 
ter class people will see it. 

The main thing is to be consistent. 
A store shouldn’t feature “Low 
Prices” one day and “High Quality” 
the next. A mixed program keeps the 
public uncertain about what kind of 
a store a merchant is running. It 
weakens confidence. And without con- 
fidence advertising can do no good. 

Consistent and regular advertising 
builds confidence and good will for 
a store. This confidence is on trial 
whenever a customer comes into the 
store. If the advertising is not backed 
up 100 per cent every time by the 
shoes advertised, good will is soon 
lost, and business goes to competitors 
in spite of any additional amount of 
advertising a store may do. 


‘. 
Two feet carry you everywhere 
They deserve attention 


—OPISM 





“ALL-OUT” AID 
FOR REFUGEES 


Fans for Freedom at National Shoe Fair 
Promise Continued Effort in Getting More 
Shoes Abroad 


SIGNIFICANT at the National Shoe Fair was the spirit 
of cooperation of shoe men the country over, as ex- 
pressed in the Barrels of Shoes for War Refugees Cam- 
paign, that is sweeping extra wearable shoes out of 
American closets and into barrels for immediate ship- 
ment overseas to Britain. 

In the Exhibition Hall of the National Shoe Fair at 
the Hotel Stevens, Chicago, was an exhibit of barre!s 
in red, white and blue and a poster background indi- 
cating the cooperation of retail dealers, everywhere; and 
a cry for still more effort in the next few weeks because 
shoes are desperately needed abroad. 

At the second day session, Miss A. Webster made a 
talk at the luncheon of the N. S. R. A. in which she 
asked for an extra special effort on the part of shoe men 
in the next few weeks to render all aid in the shape of 
warm and serviceable footwear. Her talk was spon- 
sored by Mrs. Irving Florsheim, who asked the Com- 
mittee for the opportunity to have a speaker give an 
up-to-the-minute picture of the needs in bomb-shocked 
England for footwear serviceable for use in shelters. 


What you can 


Make your store a collecting depot. 


Put a barrel in the store and a card in the window! 
Publicize freely. 


Sort shoes so final shipment contains only serviceable, 
practical footwear for children, women and men— 
rubbers also are needed. 


Tie up in pairs, wrap in paper or newspapers, pack in 
the barrel securely. 
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Matt Condon of Charleston, S. C.. points out to the Recorder 
Girl at the Fair that besides aid to war refugees, the campaign 
also helps America clean out its shoe wardrobe. 


The applause which followed her talk indicated the 
universal approval of the audience. 

During the week the Committee for Barrels of Shoes 
for War Refugees received, from hundreds of retailers. 
evidences of renewed activity in the solicitation of new 


and old shoes to be shipped abroad. 


do to help:— 


. Cooper up head of barrel and strap it up securely for 
ocean shipment. 


. Send barrel—_IMPORTANT—freight prepaid by you 
to: 
BARRELS OF SHOES FOR WAR REFUGEES, BRIT- 
ISH WAR RELIEF SOCIETY, INC., 480 LEXINGTON 
AVENUE, NEW YORK CITY. 


. Barrels will be shipped immediately through affiliated 
distribution centers to war refugees abroad. 


Barrels of Shoes for War Refugees is a free and voluntary service through shoe stores > 
partici 


America, and each 


pant is expected to pay 


to New York. 


There are 
funds for any expenses. Committee: BARRELS OF SHOES FOR WAR REFUGEES. 
Everit B. Terhune, Chairman, 5th Floor, 100 East 42nd Street, New York City. 
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Highlights from the Chicago Show 


[CONTINUED FROM PAGE 15] 


strongest revivals of the season. They 
belong in the low-heeled casual or play 
group. This group continues to be a 
vital part of the coming season. It ap- 
pears in practically every line—wedge 
heels, platform soles, soft leathers and 
soft colors . . . saddle tones, tans, blues 
and greens. Also bright red and white 
with color for later on. For Summer, 
fabrics in soft or brilliant color com- 
binations, in stripes, prints and native 
weaves such as homespun, will be very 
good. Natural or wheat color in linen, 
hopsacking and shantung weaves are 
very popular. 

The most radical idea at the Show 
was the trio of women’s shoes... a 
pump and two straps... built on a new 
last as broad and round and full as a 
small child’s shoe. 

A quick look at other style ideas. The 
asymmetric line looking new and smart 
in several lines. The low cut d’Orsay 
pump carrying on strongly from the 
first lines shown in November. Pumps 
with open shanks seen in most style 
lines. Platforms continuing on higher 
heels as well as very strong in play 
types. The rocker bottom platforms 
appearing in a number of lines. It was 
new with one style house in November. 
Open backs growing more and more 
popular for Spring, especially in pumps. 

Important note . . . low heels for 
tailored and dressier types, around 
12/8, appearing frequently in new lines. 

Patent and gabardine running neck 
and neck. Some manufacturers report 


patent ahead or expect it to be in the 
lead by Easter. Others give first place 
to gabardine. Calfskin and kid occupy- 
ing their usual important position. 
Crushed kidskin and a new very supple 
calf are found in many of the elasticized 
shoes. Alligators very important. 
Snakeskin having big play as trim. 
Plastics chiefly in trims. See interesting 
use in “Grecian Sandal” illustrated 
here. 

Colors—The traditional black and 
navy. Dark brown a litile more impor- 
tant than usual in some lines. Wine 
red is the newest dark horse color for 
Spring, being featured by a leading 
style house in shoes and handbags. 
Beige is another possible dark horse 
for street and dressy shoes, also cocoa 
brown. Promotion colors include in 
addition to the dark horses above, a 
Spring wine, a series of jewel tones, 
a golden shade, a purple and a warm 
brown. Multicolor stitching and em- 
broidery important on dark and white 
shoes. 

Themes—Added to the native Amer- 
ican ... Indian or frontier . . . the man- 
nish, ihe sailor, the aviation, the South 
American, etc., there is a whole new 
group of possibilities based on styles of 
the warring nations ... Britain, Greece, 
Turkey and China. These “Fashion 
Loyalties” were launched at the Fash- 
ion Futures Style Show. The Greek and 
Balkan influence has already been de- 
veloped in shoes as shown in two of 
these sketches. 





Shoe Windows with a 
Selling Punch 


[CONTINUED FROM PAGE 17] 


the men on the floor with the added 
advantage that they reach those cus- 
tomers who, perhaps, had not thought 
specifically of shoes, until reminded by 
the display. 

How does the shoe window become a 
Selling window? First of all, as can be 
seen in the photographs shown here, by 
appealing to a certain class—and by 
building up that appeal until it be- 
comes a sales-motivator. Second, by 
tlose adherence to a single theme, which 
Must be timely, appropriate and capa- 
ble of arousing interest. And lastly, 
by attractive arrangement, showing the 
shoes to their best advantage. 

Take a look at the photos on these 
pages. They’ll explain at a glance what 
We mean. They’re all good windews— 
attractive, emphatic, and with a dis- 
tinct selling punch. They remain in the 
tustomer’s memory—and so does the 
Merchandise they show. 


Leisure Types Preferred 


TULSA, OKLA.—Holiday sales of bet- 
ter shoes showed leisure types well in 
the lead. College girls home for vaca- 
tion often omitted buying any high- 
heeled models for their Spring needs. 
The lighter colored leathers were fa- 
vored with beige and brown combina- 
tions in the lead. More mature women 
customers bought much the same types 
as the younger ones. There were many 
sales of shoes in combinations of two 
tones of one color, but highlight colors, 
such as green on wine, etc., made many 
sales. The very flat heels sold best in 
lightest colors. 


Steere on Coast 
For J. P. Smith 


Los ANGELES, CALIF.—E. B. Steere is 
now representing the J. P. Smith Shoe 
Co. on the Pacific Coast with the Dr. 
Reed, Smith and Hanan lines. He is 
making his home in this city with busi- 
ness headquarters in the Hotel Lanker- 
shim. 
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MEN WANTED 


EXCLUSIVE 
HEALTH SPOT SHOE SHOPS 


The opportunity which is pre- 
sented here offers unlimited pos- 
sibilities for the man who is 
interested in orthopedic shoe 
retailing. 


To qualify, you must have re- 
tail shoe selling experience and 
a thorough knowledge of ortho- 
pedic shoes and correct fitting. 
We are looking for men who 
are ambitious, willing to work 
hard and are capable of assum- 
ing responsibility. 

If you are interested in helping 
foot sufferers obtain comfort, 
you will find that Health Spot 
Shoes give an unequalled per- 
formance that wins permanent 
customers. 

Health Spot Shoe Shops are 
highly successful because they 
are fast becoming recognized by 
foot sufferers as the one place 
they can obtain comfort. 

As old customers come back for 
additional pairs of Health Spot 
Shoes and new customers buy 
them on the recommendation of 
satisfied wearers, the business 
in these shops continues to grow 
steadily. 

As Health Spot Shoe Shops con- 
tinue to be established, we must 
have experienced, high caliber 
men to operate them. 


Are YOU 
the man 
we are 


looking 
for? 


If your qualifications correspond 
with the requirements listed, 
send for an application blank 
today! 
HEALTH SPOT SHOE SHOPS, INC. 
Industrial Avenue 
DANVILLE, ILLINOIS 
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BUSINESS UP AT DETROIT SHOW 


THE annual Michigan Shoe Fair, 
jointly sponsored by the Michigan Re- 
tail Shoe Dealers Association and the 
Michigan Shoe Travelers Club, closed 
its three-day session at the Hotel Stat- 
ler, Detroit, on Tuesday, this week. 
with 130 exhibitors, occupying five 
floors of the hotel, generally pleased 
with results. Attendance of retailers 
was considerable, coming from Michi- 
gan, Ohio, Indiana and Canada. 

Buying opened more slowly than last 
year as shoe men devoted the first day, 
Sunday, to visiting but it picked up 
considerably on Monday to an esti- 
mated higher record by 10 per cent. 

Sam Kane, chairman of the board of 
the Travelers, summarized the busi- 
ness as follows: 

“Buying was much freer this year, 
probably because of prospects of in- 
creasing employment and also in an- 
ticipation of late deliveries and advanc- 
ing prices in a better market. 

“Play and leisure type shoes were 
outstanding in both men’s and women’s 
shoes. Brown and white combinations 
were very important in the men’s field 
and a good response was noted in ven- 
tilateds, woven shoes and a continued 
interest in the bootmaker finishes. The 
military styles are getting much at- 
tention.” 


THE opening luncheon on Monday 
was well attended, with R. J. Schmidt, 
president of the retailers, presiding. 
Bruce Dickman, Craddock-Terry rep- 
resentative, spoke as retiring president 
of the travelers and welcomed Frank 
A. Huetter, of the Conrad Shoe Com- 


pany, in-coming president. Mr. Huet- 
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Buying Sets New Record with Estimated Gain of Ten Per 


Cent at Annual Michigan Shoe Fair, Jointly Sponsored by 


Michigan Retailers and Travelers. 130 Lines on Display a: 


Hotei Statler. 


ter spoke briefly, urging retailers to 
place their orders at the show so as to 
insure its success. 

Tribute was paid to Clyde K. Taylor 
of the retailers, and Herman Meyer of 
the travelers, co-chairmen of the Fair 
who handled all general convention 
arrangements, for their efforts in mak- 
ing the annual event such a success. 


RICHARD J. SCHMIDT 


Reelected President of Michigan Retail 
Shoe Dealers Association 


Walter A. Magee, buyer at Crowley- 
Milner’s, Detroit, paid tribute to the 
late Albert Jochen, whose place he took 
on the retailers’ board of directors. 
For the first time, the style show was 
combined with the banquet on Tues- 
day evening, with Walter A. Magee as 
toastmaster. This innovation was ad- 
judged a complete success by the 450 


shoe men in attendance, the largest 
number on record. The new style pro- 
gram proved of outstanding interest 
and the majority stayed at the meeting 
until a late hour. 


Instead of having a set program as 
has been the case in past years, the 
luncheon program was arranged as an 
open forum by retailers and travelers. 
The forum committee, headed by 
Herbert Burr, of Ferndale, chairman, 
with John M. Anderson, of Grand 
Rapids, and Robert Willoughby, of 
Plymouth, assisting him, prearranged 
topics of outstanding interest and called 
upon leading authorities among Michi- 
gan shoe men to give brief talks. 

F. E. Whitelam, display manager of 
R. H. Fyfe and Co., Detroit, spoke on 
window display, advocating tying in 
closely with store advertising to pro- 
mote just one idea at a time, such as 
a color or a new style. “Use simple 
window displays,” he said, “with dark 
backgrounds preferably, because shoes 
today are so light and need that extra 
contrast.” 

The problem of a discount to Army 
men was raised by several retailers 
and thoroughly discussed at some 
length with one of the largest canton- 
ments at Fort Custa. Local Battle 
Creek retailers reported a request for 
10 per cent discounts. Emory T. Nun- 
neley, of Mount Clemons, summarized 
his experience in dealing with Selfridge 
Field as follows: “We allow the post 
exchange a discount and they prac- 
tically carry the account for us. This 
is paid on the tenth of every month, 
otherwise we charge straight prices. 

[TURN TO PAGE 41, PLEASE) 
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OnriGinatity of today’s style 
leaders calls for maximum versatility 
in machinery. The shoes illustrated 
are four timely examples of modern 
footwear which are being success- 
fully and economically manufactured 


on WAC Cement Sole Attaching 





Equipment. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


18. 1941 
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National News 





Southwestern Shoe Men to Fight Sales Tax 





More than 250 Lines on Display at Dallas as Retailers and 
Travelers Meet—Former Vote to Change Association Name 


DALLAS, TEXAS—Opening on Sunday 
of this week at the Hotel Adolphus, 
here, the joint convention and Spring 
Style Show of the Texas-Oklahoma 
Shoe Retailers’ Association and the 
Southwestern Shoe Travelers’ Associa- 
tion presented to a _ record-breaking 
attendance of retailers the largest 
showing of shoes in the history of these 
associations. More than 250 lines were 
on display, and the retailers and de- 
partment store buyers showed a keen 
interest in the multitude of attractive 
Spring styles, including all types of 
footwear for men, women and children. 

The two associations held separate 
business meetings, and a decision to 
fight to the last ditch against a sales 
tax, by whatever name it may be 
known, was the first official action of 
the directors of the Texas-Oklahoma 
shoe retailers. It was voted to change 
the name of this association to the 
Southwestern Shoe Retailers’ Associa- 
tion, by which designation it will be 
known from this time forward. The 
report of the nominating committee, 
which traditionally has been tanta- 
mount to election, resulted as follows: 
president, W. P. Barnes, San Angelo, 
Texas; first vice-president, Ben Phelps, 
Shreveport, La.; second vice-president, 
Matt Spires, Austin, Texas; third vice- 
president, Alec Hesselson, Fort Worth, 
Texas; fourth vice-president, Herman 
Ehlert, Dallas, Texas; secretary-trea- 
surer, W. A. Harris, Fort Worth, 
Texas. Mr. Barnes and Mr. Phelps 
Were nominated for reelection; they 
held the above offices last year. 

The Southwestern Shoe Travelers, at 
their business meeting, named their 
Nat Cohen, of Houston, Texas, the re- 
tiring president, as chairman of the 
board of directors and elected A. F. 


W. P. BARNES 


San Angelo Shoe Merchant, named to 
succeed himself as head of Southwest- 
ern Retailers. 


Allen, of Dallas, as president. J. C. 
Simmons, of Dallas, was chosen vice- 
president; E. H. Muse, of Fort Worth, 
treasurer, and W. T. Mitchell, of San 
Antonio, secretary-manager. The as- 
sociation voted to hold its Southwestern 
Fall Style Show in the Texas Hotel, 
Forth Worth, around June 1. 

L. E. Langston, executive vice-presi- 
dent of National Shoe Retailers’ As- 
sociation, who attended the convention, 
said: “The arrangements made by the 
local committee are among the best I 
have ever seen or which have come to 

[TURN TO PAGE 36, PLEASE] 


Military Influence in 
Civilian Shoes 


HoLLywoop, CALir.— Early Spring 
selling in the men’s field indicates a 
decided trend toward military types, 
finds John Bradley, whose men’s shop 
on Hollywood Boulevard is considered 
a bellweather on shoe fashions. Avia- 
tors’ boots, wool lined for regular avia- 
tors and leather lined for civilians, are 
showing considerable strength. Plain 
seamless oxfords of heather grain are 
regulation for the Army officers and 
well liked by the regular trade. This 
same pattern in beige and all white 
heavy woven canvas, with leather or 
rubber sole, is moving along satisfac- 
torily with those liking an easy, casual 
shoe. Slipons, gored on the side, de- 
veloped in buck, calf and mannish 
fabrics are showing up well in the $5 
retail field. Men’s shoe business is 
keeping pace with the increased buying 
power, Mr. Bradley finds, and shows 
every indication of being excellent. 


Bids Opened for 
Army Nurses’ Shoes 


Boston, Mass.—Bids on 2000 pairs 
of black calf oxfords for use of Army 
nurses were opened at the local Quar- 
termaster Depot on January 16. These 
are in addition to the white shoes, also 
for Army nurses, on one 4000-pair lot 
of which bids were opened December 
16 and contract awarded on January 
7 to the Alberts Shoe Co. of Middleboro, 
Mass., at a price per pair of $2.025. 

Other contracts announced include 
750 pairs of parachute jumping boots, 
the award going to the Allen-Squire 
Company of Spencer, Mass., at $8.39 
per pair; and 200 foot measuring out- 
fits, the award for which was given to 
the Alco Fabricating Corporation of 
Pawtucket, R. I. 
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Southwestern Shoe Men 
to Fight Sales Tax 
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my attention in a state or district con- 
vention. The clinic type of program 
enables the merchant to take home 
valuable information about the conduct 
of his business as well as giving him 
an opportunity of seeing the new styles.” 
Mr. Langston explained that the ad- 
vertising program assembled by the 
national association was loaned to the 
Dallas committee, and was attended by 
competent Dallas advertising personnel 
to counsel with visiting merchants on 
their problems. 

Miss Rhea Nichols, of Allied Kid 
Company, was also present. “I am 
attending the thirteenth consecutive 
convention,” she said, “and it is very 
interesting to me to see the increased 
interest in white shoes in the South- 
west, especially the interest in white 
crushed kid and white suede spectators. 
The co-ordination of cocoa and dark 
browns with Spring fashions indicates 
that brown will be a dark horse for 
Easter business. I have found the de- 
mand for patent leather greater than 
anticipated.” 

Miss Esther Lyman, of Harper’s 
Bazaar, delivered a talk on styles for 
Spring, emphasizing the proper balance 
of staples against novelties. An open 
forum followed. 


Plan Annual Festivity 


PATERSON, N. J.—The Uncle Sam’s 
Shoe Stores Employees’ Association is 
making plans, as is their yearly custom, 
for. their regular entertainment and 
dance. This affair was inaugurated sev- 
eral years ago,.and with the opening 





Dates to Remember 


Buffalo Shoe Style Show, Hotel 
Statler, N. Y. January 19, 20, 1941 


27th Annual Shoe Show, Middle 


al 19, 20, 21, 1941 


Indiana Shoe Buyers’ Week, Indi- 
ana Shoe Travelers Association, 
Claypool Hotel, Indianapolis, 
Ind. January 19, 20, 21, 1941 


An ual Sostng Sine Show of Mid- 
Continent Travelers’ Assn., 
Skirvin Hotel, Oklahoma City, 
Okla. January 19, 20, 21, 1941 


Monthly Shoe Display of Chicago 
Travelers’ Assn., Morrison 
Hotel, Chicago, Ill. 
January 20, 21, 1941 


Annual Convention Northwestern 
Shoe Retailers Association, Hotel 
Radisson, Minneapolis, Minn. 

January 26, 27, 28, 1941 


Official Opening of American 
Leathers and Style Conference 
for Fall, 1941, Waldorf-Astoria 
Hotel, New York. 

March 31, April 1, 1941 


Spring Meeting Tanners’ Council 
of America, White Sulphur 
Springs, W. Va. May 8, 9, 1941 





of several units this past year, it is 
planned to make it bigger and better 
than ever before. 

Uncle Sam’s Shoe Stores, founder 
and president of which is Mr. Samuel 
M. Le Vine, is known as one of the 
most forward-going retail shoe concerns 
in North Jersey. The entertainment 
committee is headed by Harry Hertz- 
berg, general manager of the stores. 
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Hosiery Trends in Miami 


Miami, Fia.—There has been con- 
siderable interest in dollar hose in al! 
shops in the Miami area since the 
Duchess of Windsor~bought a supply 
at this price. The shops, particularly 
along Lincoln Road, have played up 
the idea of dollar hose. While not 
appearing in advertising, salespeopl: 
use the idea to very good advantage 
This is particularly true of the on 
shop where Her Grace actually made 
her purchase, and, “This is the kin 
that Her Grace bought,” is helping t 
build up a nice sales volume. 

In Burdine’s the idea of “thre 
singles in a box” is going over ver 
well. This was especially true durin, 
the holiday selling when gift boxes o 
three stockings were offered. A pai 
and a half is appealing to women. Th 
extra stocking may be tucked in hand 
bag or car and its owner is alway 
prepared against snags and runs. 


Washington Business Up 


WASHINGTON, D. C.—A survey amon 
the buyers and managers of Washin; 
ton’s most prominent shoe departmen: 
and stores indicates business in 194 
was up 10 to 15 per cent above 193 
Almost without exception buyers ar 
managers are looking forward to a ve 
good year in 1941. The great strides 
being taken by the government in n: 
tional defense are bringing a treme: 
dous influx of workers into the Wasbh- 
ington area. 

According to J. H. Jasper, assistant 
buyer for Woodward & Lothrop depart 
ment store, the naval and military ex- 
pansion has already evidenced itself 
through increased purchases of black 
and brown plain toe shoes. 





Interesting U.S.M.C. Exhibit at National Shoe Fair 


‘dis ciicteedh calli of tee United Shoe Machinery 
the Boulevard Room at 
Chicago, during the recent National 

centered about a new and novel 
mechanical movement, with old time machine models in 
motion and a demonstration of the modern use of plastics 


,, Corp. attracted much attention in the 
“the Hotel 


Stevens, 
Shoe Fair. The exhibit 





in machinery. All the essential methods of shoe mani 
facture were shown, together with the latest Service shox 
in Army, Navy and Marines, including those recent! 
brought out in Aviation. In contrast with these were 1 
small and very select group of soldiers’ shoes dating bac! 
to the days of Henry IV. 
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Fashion Futures Set 
New Style Trends 
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skirt and bolero jacket; the Turkish 
harem skirt; the South American ruf- 
fled evening dress and the embroidered 
black suit; the British plaids and 
tweeds. 

Besides all these new ideas . . . many 
of them extremely soft and feminine 
.. » the mannish look in sports clothes 
is still very strong. In fact, girls are 
advised to wear coats tailored just 
exactly like the boy friend’s, and were 
so shown on the runway with boy in 
companion outfit. Please note here the 
Norwegian moccasin types which ap- 
peared prominently with some of these 
clothes. Note also that dirndls are 
still considered good. They were shown 
in a mother and daughter group. And 
note also the barefoot sandals were 
shown several times. 

Another trend which ties up with a 
shoe trend is the handmade touch. In 
costumes it was dramatized in “tailor 
knits” used in sport-to-dinner clothes. 

Plastics were also featured in entire 
costumes, including shoes and stock- 
ings. A dazzling bride was described 
on the program as “synthetic bride— 
authentic Mendelssohn.” 

Capes are strong in all types of cos- 
tumes. Capes with gold eagles embroi- 
dered on pockets, hats and handbags 
mark the military influence on new 
fashions as seen at Fashion Futures. 
Little, round, back-on-the-head hats 
showed the sailor influence. Other 
styles featured in hats were Hizzoner 
Mayor La Guardia’s black fedora, off- 
the-face hats, enormous South Amer- 
ican sombreros, flower hats, neat sail- 
ors, draped turbans and plaid taffeta 
hats with plaid balloon gloves to match. 
Stoles and berthas were also featured. 
Fur and embroidered wool stoles were 
both shown. 

Local interest was added to the Show 
by the competition among models from 
five leading cities over the country for 
the title of Miss Fashion Futures of 
1941. A close race between Los Angeles 
and Philadelphia resulted in giving the 
crown to the girl from the City of 
Brotherly Love, Miss Josephine Cald- 
well. The decision was made by the 
audience, measured by the volume of 
applause received by each girl. 


Managers Admitted 
To Service Club 
WASHINGTON.—Five Washington re- 
tail managers for the Hanover Shoe 
Co. were recipients of the company’s 
recently inaugurated Commemorative 
Service Club. They were: J. F. Holub, 
who received a gold lapel button for 15 
rs’ service; C. W. Alderton and W. 
¥. Parlett, who received silver awards 
r 10 years’ service; and J. W. Gurkin 
d D. J. Coleman, receiving bronze 
buttons for their 5 years with Hanover. 


real source of profits. 
Inquiries invited 


357 Fourth Avenue 


~ 





Wolfson Named 
C. B. Baker Manager 


Los ANGELES, CALIF.— Harry C. 
Wolfson has been appointed manager 
of the C. B. Baker Co. San Francisco 
stores. He has been connected with the 


HARRY C. WOLFSON 


Mandel stores here in an executive ca- 
pacity for the past 15 years, his latest 
post being manager of the Hollywood 
Boulevard shop. 


Shoe Department 
In Enlarged Store 


Brockton, Mass. — Kennedy’s, re- 
cently enlarged and modernized ap- 
parel store, opened a new women’s shoe 
department with Melvin Freed as man- 
ager and Frank Atwood as assistant 
manager. Mr. Freed came from Quincy, 
Mass., to manage the department. This 
marks the first time that any units in 
Kennedy chain have had a women’s 
shoe department, although many units 
sell women’s apparel. 

Mr.- Freed anticipates shoes around 


Braach Offices 
LYNCHBURG, VA. GRAND RAPIDS, MICH. LOS ANGELES, CALIF. 
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WILLIAM ISELIN & Co.. INC. : 


FOUNDED 1808 


Our factoring service makes it possible 
for the shoe executive to devote full time 
to production and selling activities—the 


for Manufacturers 
and Selling Agents 
of Shoes, Leather 
and Allied Products. 


NEW YORK 


$5 to $6.50 will be the biggest sellers 
and expects considerable volume in 
this price range. The department has 
a hosiery and a slipper section. 


Red Leading in 
Spring Shoe Colors 


Los ANGELES, CALIF.—Red in new 
Spring shoes is running away with all 
colors in all types of shoes, reports 
Leonard Mandel, of Mandel’s, operators 
of three smart shops for moderate 
priced footwear for young women. 
Seven numbers in red suede at $6.95 
with a few at $4.98 are selling excep- 
tionally well. Red trimming on shoes 
is apparently what the younger folks 
want. Red crushed kidskin is the best 
selling color in play shoes. Usually at 
this time of year, blue comes first by 
a big margin. This year it is red first, 
saddle tan a fair second, with blue in 
third place. This red selling is phenom- 
enal. It started very early, right at 
Christmas time, and apparently will 
hold through the Summer, Mr. Mande! 
predicts. 

Next in interest is California saddle 
color, which in dress types, goes very 
well with browns. Patent leather is 
running way ahead of gabardines in 
about a three to one proportion, with 
the tendency to increase this lead con- 
siderably as the season progresses. 
Pumps still control the public pattern 
interest at Mandel’s. 


Fire Destroys Shoe Store 


NasHua, N. H.—Most of the stock 
and fixtures in Winer’s Shoe Store were 
destroyed when a fire, said to have 
started in the basement of the estab- 
lishment, spread through the Beacon 
Block, in the heart of the city’s business 
section, recently. 

Total damage to the shoe store and 
several other business establishments in 
the block was estimated at between 
$35,000 and $50,000. 

Damage was confined to the interior 
of the building and all the concerns, ex- 
cept the shoe store, were able to con- 
tinue business. 
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Every Time You Sell a Pair, 
Depend on innersoles that wear. 








NEWFLEKX PIGSKIN 


NNER LE 


Oe ee OE Oe 


Infants’ and Children's Shoes 








BUILD YOUR INFANTS’ AND CHILDREN'S 
BUSINESS WITH 


WIGGLETOES 


Reg. U. 8. Patent Office 
HighGrade All-Leather Prewelts 


$647 White Elk 
$645 Brown Elk 










2648 White Elk 
2646 Brown Elk 
Special Fat Baby Last 
$651 White Elk 





$620 Black Patent Leather 
$622 Black Calf 
$627 White Elk 
$631 Brown Elk 










IN STOCK—B, C, & D widths 
PRICES: 2 to 6—$1.10, 6/4 to —$1.30, 9% to 12—$1.40 
TERMS: 5/30. Send for Catalog or Samples 


ON DISPLAY—M.A.S.R.A. Shoe Show, Jan. 19-21. 
Benj. Franklin Hotel, Phila., Pa. ROOM 438 


WEITZMAN SHOE CO. 
NEWARK, N. J. 
N. Y. Showrooms — 1333 Broadway 








Military Influence on 
Increase in Styling 

Boston, Mass.—The military influ- 
ence in men’s clothing, emphasized 
many weeks ago in Boot AND SHOE 
RECORDER, insofar as shoes are con- 
cerned, was abundantly evident at the 
annual convention of the New England 
Clothiers’ and Furnishers’ Association, 
held recently at the Parker House in 
this city. This military influence was 
reflected, in shoes, by the showing of 
monk oxford and plain toe blucher 
types; and, in clothing, by the frequent 
appearance, during a style show, of 
colors su-h as olive drab, khaki and a 
blue-gray now known as Royal Air 
Force blue. 

This style show, sponsored by Col- 
lier’s, emphasized the trend in sports 
clothing and in clothing for informal 
wear, travel and the country. Con- 
trasting sports coats and slacks, slack 
suits with contrasting belts, pull-over 
sweaters in’ shades contrasting with 
the suit, will cohtribute, it is said, to 
the movement now on foot throughout 
the men’s wear industry to push ac- 
cessory items including shoes by what 
is known as “related selling’”—-merely 
an extension to the men’s field of the 
ensemble idea used in the women’s 
wear field. 

It was pointed out. that 1940 sales 
figures show that men pay less per year 
for all clothing items than they do for 
their cigarettes and liquor—A. O. Buck- 
ingham, vice-president of Cluett, Pea- 
body & Co., and president, also, of the 
National Council for the Promotion of 
Father’s Day, citing that the latter 
figure was $37, as compared with a 
clothing bill of slightly more than $23, 
which included shoes to the value of $2. 
E. R. Richer, vice-president of Hart, 
Schaffner & Marx, in discussing the 
buying habits of men, argued that, 





Shoes Going Back Home 





















These shoes that the customer of Paul 
Steketee & Sons store, Grand Rapids, 
Mich., is placing in the “Shoes for 
Britain” barrel were made in England 
and like thousands of American-made 
shoes being collected by shoe stores all 
over the country, will be sent abroad to 

help the refugees of the war. 
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2 NEW CUSTOMERS y 


EVERY WEEK 


Graduates from Ideal Baby 
shoe sizes are ready for your 
juvenile department almost 
every day in the week. They 
replace the juvenile custom- 
ers who grow into adult sizes. 
To make sure of getting your 
share of the replacement 
customers to keep up your 
juvenile shoe sales... 
carry Mrs. Day's Flexible 
Walking Shoes. 





MRS. DAY'S 
IDEAL BABY SHOE CO.., 
DANVERS, MASS. 




















WRITE FOR cataios }} 








while men customers are difficult to los: 
once they have received satisfactor) 
service, the weak link in the chain of 
distribution is still the retail salesma 
who doesn’t know all the facts about 
the merchandise he is engaged in sel! 
ing. 

Kenneth B. Backman, manager o 
the Boston Better Business Bureau 
urged that business cooperate in a pro 
gram having for its object the dis 
semination to the consumer of “in 
formation as to what products ar 
made of, what they will do, and how 
best to take care of them” in an at 
tempt to forestall what he feared ma) 
be attempts on the part of consume: 
groups to agitate for restrictive legis 
lation in addition to that already i: 
existence as part of the Federal Trac: 
Commission Act and the Wheeler-Lea 
Act. 

























Ohio Leather Officers 
Re-elected 


GIRARD, OHIO.—All officers and dire: 
tors of the Ohio Leather Co. were 
elected, as follows: Victor G. Lumbard, 
president; Phillip H. Schaff, vice-presi- 
dent and treasurer; F. H. Becker, vice- 
president and general manager; J. H. 
Hochadel, secretary and assistant trea- 
surer; A. A. Snyder, assistant secre- 
tary; T .J. Dillon, auditor, and Paul N. 
Knauff and David W. Grainger, assis- 
tant auditors. 

Ohio Leather Co. declared a dividend 
of $2 on 8 per cent preferred; $1.75 on 
7 per cent preferred, and 25 cents on 
common, payable on stock of record 
Dec. 18. Preferred dividends were pai’ 
Jan. 2 and the common dividends 
Dec. 23. 
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Merchandising Topics Theme of Convention 


Northwestern Shoe Retailers Plan Forum as Important Fea- 
ture of Convention with Interesting Speakers Scheduled 


MINNEAPOLIS, MINN. — Competition 
arising from industrial sales by manu- 
facturers, a problem which shoe retail- 
ers of this section believe of consider- 
able significance, will be one of the 
principal open forum discussion topics 
at the twenty-sixth annual convention 
of the Northwestern Shoe Retailers’ 
Association which opens here January 
26. 

The association forum will be held at 
the noon luncheon on January 28. the 
closing day of the convention. Other 
topics to be discussed are: Are all-over 
elasticized shoes dangerous or desir- 
able? What are the manufacturers’ 
obligations to retailers when shoes do 
not fit? Should a merchant hang on to 
a line of shoes, which does not click, 
merely because the line is nationally 
advertised? What is the best method 
to employ to rid shelves of seasonable 
shoes at the end of each season? These 
topics were selected by the program 
committee from suggestions of the rank 
and file of the membership and indicate 
the direction of retailers’ thoughts in 
this section and what they consider to 
be the most important problems facing 
them today. 

Official spokesman of the convention, 
in considering the position of the shoe 
retailer in relation to general trends of 
American business today, will be H. M. 
Chope, secretary-treasurer of the 
Winget Kickernick Company. Mr. 


Chope’s address, “The Challenge to In- 
dustry,” will be delivered on the second 
day of the convention under the aus- 
pices of. the National Association of 
Manufacturers. 

J. Adin Mann, an executive of 
Mann’s department store of Devils 
Lake, N. D., a firm with a wide reputa- 
tion among independent retailers, will 
speak on “How to Meet Chain Store 
Competition.” His talk will be given at 
the closing luncheon. 

Convention committees named by 
Howard E. Sandum, Devils Lake, as- 
sociation president are: program—H. 


S. McIntyre, H. J. Lynch, J. O. Hum- | 


bert and Henry Thorhon; rubber foot- 
wear—O. H. Schuler, A. J. Reinhardt 
and Chester Nelson; nominating—W. 
C. Koch, John Haraldson and E. C. 
L’Esperance; resolutions—A. R. Krohn, 
A. T. Anderson and L. A. Zieske; style 
show—O. H. Schuler, H. S. McIntyre, 


H. Thorson and H. E. Sandum and Tod | 
Gallagher, Harry Cratz and E. C. | 


York; membership—aA. R. Krohn, E. C. 
L’Esperance, L. A. Zieske, A. J. Rein- 
hardt, W. C. Koch and J. W. Samuel- 
son, H. D. Webb, Arthur Johnson, Jeff 
Larson, A. R. Moore and A. T. An- 
derson. 

As an attendance stimulant, mem- 
bership dues, including admission to 
style show, have been reduced to $1. 








Rubber Boots with 
Open Toes? 


Syracuse, N. Y.—‘“Open toe” ad- 
herents may have developed a deeper 
loyalty to them than many retailers 
think. Just as a Salina Street shoe man 
had firmly concluded that girls were 
showing much common sense this Win- 
ter in adopting rubber boots for street 
wear, something happened which made 
him acutely aware that his own judg- 
ment is far from infallible. 

A young lady, petite, stylish and 
with lots of personality, entered the 
store and said she wanted to look at 
some rubber boots. He brought out 
three pairs in different colors, but she 
looked at them with indifference, then 
said they were “not what I had in 
mind.” 

The shoe man tried again, this time 
bringing out a pair of boots of lighter 
weight in shiny rubber—and they also 
failed to register interest. Then he 
told her there was one chance left— 
tubber boots with fur tops, although 
he did not have her size in stock. 

“Just what did you have in mind?” 
he asked. 

“You have shown me what’ seem to 
be good boots,” she said sweetly. “But 
I was thinking of something a little 


more in style; something with an open 
toe.” 

That was almost a clean knockout. 
A rubber boot with an open toe was a 
brand new idea, beyond his imagina- 
tion. But he is a good salesman, alert, 
and so he thought fast. 

“Yes, yes, I see,” he said (although 
he didn’t). “It doesn’t seem just prac- 
tical, you know, but may I suggest that 
we make an alteration in these boots 
—free of cost to you—and then place a 
triangular patch of a neutral shade or 
some other color over the toe to match 
your favorite stockings!” 

She considered it a full minute. 

“Your idea is clever,” she said, “but 
you see I still would not have the open 
toe, and I have become SO used to an 
open toe, I am afraid I might not like 
it. I think I shall look farther. Thank 
you for your trouble.” 

And, to quote Kipling, “he learned 
about women from her.” 


Goldstein Leaves Sattler’s 


BuFFALO, N. Y.—Lou Goldstein, for 
the past 12 years buyer of the women’s 
and children’s shoes at Sattler’s De- 
partment Store, 998 Broadway,.- re- 
signed his position recently. Harry 
Herman and Harold Fink, buyers of 


Get your copy of the 1941 BASS Outdoor 
Footwear catalog today! It features such 
profitable, fast-selling outdoor footwear as 
Bass Sportocesins for golfers—True Moc- 
casins for a'l outdoorsmen—the famous 
Bass Ski Boots—and Weejuns for all-around, 
all-year sales. Send a postcard or letter for 
your copy—now! G. H. Bass & Co., Dept. 
BS-10, Wilton, Maine. 


BASS veins 


N 


the men’s and boys’ shoes, will buy all 
the shoes in the future. Mr. Goldstein 
has not announced his future plans. 


Nedderman Store 
Discontinued 


PITTSFIELD, Mass.—Mrs. George Ned- 
derman, who has been carrying on the 
business of the Comfort Bootery at 56 
South Street, since the death of her 
husband last October, announces that 
she will discontinue because of ill- 
health. The Nedderman’s operated shoe 
stores in several cities elsewhere in the 
country before locating in Pittsfield. 
Dr. Nedderman, whose death occurred 
in Europe, was a foot expert. 


Buffum’s to Carry 
Men’s Shoes in New Store 


LONG BEeaAcH, CALIF.—The new build- 
ing of the Buffum Department Store, 
which will house their complete men’s 
department, is scheduled to be opened 
the middle of February. A most com. 
plete men’s shoe department will oc- 
cupy a prominent section, with the 
J. P. Smith Co. and Hanan lines fea- 
tured. This is the first time Buffum’s 
have carried men’s shoes. E. S. Hor- 
rocks will do the shoe buying. 
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Bowling Shoes 


7 ~seer 


PROFESSIONAL 
BOWLING SHOES 
Men's Men's Women's 
ers $2.70 $2.45 


SHOE MFG. CO. 
Sts., Philadelphia 
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©) CAVALIER CO. 
BALTIMORE, MD. 
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Soles and Heels 
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LITHOX EXTRA WEAR SOLES 
LITHOX CORD: SOLES AND HEELS 


The popular Soles and Heels 
because of Quality and Price 


THe LITHOX corp. 
WAPAKONETA, OHIO, U. &. A. 














Tom Sherron Carries On 


MEMPHIS, TENN.—Tom Sherron, pro- 
prietor of the Sherron Shoe Co., 122 
Madison Street, known among shoe men 
as one of the founders of the National 
Shoe Retailers’ Association, is still go- 
ing strong although now eligible for 
the “fifty-years-in-business club.” Tom, 
who served as news reporter for Boor 
‘AND SHoe Recorper for many years 
and who has had several articles pub- 
lished in the Recorder and in the Shoe 
Retailer, has owned a retail shoe store 
for forty years. “Buy at Sherron’s, 
Where They Fit Shoes Right” is the 
slogan of this half-century-old store 
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New "aed for 72-Year-Old Store 


Harry H. Phelan, former president and now a director of the New York State Shoe 

Retailers Association, started as a boy in his uncle’s shoe store and now is co-owne: 

and operator of the business with Chester C. Phelan in its new home at 324 Mair 
Street, Rochester. 


RocHESTER, N. Y.—There was a faded 
old advertisement in the window of 
Phelan’s Shoe Store, on January 2, the 
opening day at its brand new home, 324 
Main Street East, here, which gives a 
clue to the reason why it has lived 
through the vicissitudes of 72 years. 

Between the lines, you can read its 
policies-—formulated by the late James 
H. Phelan, founder of the business. 

Now it is owned and operated by his 
nephews, Harry H. Phelan and Chester 
C. Phelan, but the policies remain the 
same. 

Illustrated with an old wood cut, the 
advertisement shows an elderly couple 
out riding in a stylish buggy of the 
early seventies—the gentleman in high 
hat and Prince Albert suit, the lady in 
a gown of many flounces and a bonnet 
to match. 

“Shall we stop at J. H. Phelan’s, the 
little store around the corner?” she in- 
quired sweetly. 

“Why, yes,” he replied without hesi- 
tation. “That is where they sell all 
kinds of boots and shoes.” 

This is the third move of the famous 
old store which is now located in the 
heart of the downtown retail section, in 
Main Street close to the intersection of 
East Avenue. 

“Phelan’s Shoes for All the Family” 
is the sign which adorns the front of 
the store, finished in black structural 


glass and chromium. 

The shoes are kept in the salesroom, 
with boxes on shelves around its walls, 
and the chairs for customers in the 
center of the store. 

Harry H. Phelan is former president 
of the New York State Shoe Retailers 
Association and is now one of its direc- 
tors. He started as a boy in the store of 
his uncle when the place was at 2 Mum- 
ford Street, later called Andrews Street. 

“Many of the traveling salesmen at 
that time wore silk hats and Prince 
Albert coats,” said Mr. Phelan, “and 
my uncle always wore them—in fact, 
waited on customers with his plug hat 
on. Fine boots were always a part of 
his outfit.” 

The James H. Phelan store had 4 
large custom trade, making boots and 
shoes to order for many of the most 
prominent persons in western New 
York. Expert shoemakers were hired to 
make these products, doing all of their 
work by hand. 

The store, which was started by 
James H. Phelan in 1869, was operated 
by him until his death in 1906. It made 
one move during his ownership, but it 
was on the same street. 

During the 34 years which have in- 
tervened it has been operated by the 
Phelan brothers, who moved to Frank- 
lin Street in 1934 and when that lease 
expired the present location was chosen 





which claims to have customers in 15 
or 20 states. 


Former Shoe Man 
With Marines 

Cuicaco, ILtt.—Members of the Chi- 
cago Shoe Travelers’ Association have 


recently received word from their 
youngest member, Lt. Mortimer Marks, 
who is now stationed for active duty 
with the U. S. Marines at San Dicgo, 
Calif. Lt. Marks is leader of a machine 
gun platoon in the second battalion of 
the Eighth Marines. His address is 
5083 Voltaire Street, San Diego. 
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Business Up at Detroit Showing 
[CONTINUED FROM PAGE 32] 


We allow charge accounts to all officers 
above the grade of second lieutenant 
upon their identification.” 

C. Guy Dixon, buyer at Hudson’s, 
Detroit, spoke on women’s shoe styles 
and was followed by Clarence Faflik, 
Cleveland retailer, who recently re- 
turned to business after a long illness. 
Mr. Faflik predicted a growing volume 
in corrective type shoes with an espe- 
cial demand for military styles in 
women’s shoes. 

A discussion of percentage of selling 
costs brought much talk from the floor. 
Glenn D. Buell, comptroller at R. H. 
Fyfe & Co., said it should be around 
8 per cent but predicted a rise in the 
near future. He also looked for an in- 
crease in sales for the year. 

A spirited discussion arose on the 
question of sales of shoes, both work 
and dress, by firms to their employees. 
Both retailers and travelers agreed that 
such shoes should be sold through a re- 
tail store in order to insure proper fit- 
ting and steps were taken to make rep- 
resentation to manufacturers selling 
these lines direct to employees. 

At the annual election of officers of 
the Michigan Retail Shoe Dealers, R. J. 
Schmidt was re-elected president; 
Nathan Hack, vice-president, and Clyde 
K. Taylor, secretary-treasurer. 

The following were named directors 
of the association: Fred A. Appledorn, 
Kalamazoo; Thomas Hammond, Grand 
Rapids; Fred Murray, Charlotte; How- 
ard Preston, Battle Creek; R. LaPorte, 
Bay City, and Walter A. Magee, De- 
troit, who was elected to fill unexpired 
term. 


Correction 


In the Jan. 4 issue of Boot AND 
SHoe REcORDER it was _ incorrectly 
stated that Jack A. Jacobs had been 
elected president and sales manager of 
Samuels Shoe Company, St. Louis, Mo. 
Mr. Jacobs was elected vice-president. 
The following officers remain as be- 
fore: Theodore R. Samuels, president; 
George May, vice-president; Julian G. 
Samuels, secretary-treasurer. 


Montgomery Ward 
Personnel Changes 


New YorkK—R. L. Waterman, mana- 
ger of the shoe division of Montgomery 
Ward & Co., has announced the follow- 
ing organization changes in the shoe 
department: F. W. Whiteley, buyer of 
children’s shoes, has resigned, effective 
Jan. 1, to become vice-president and 
Zeneral manager of the Nisley Co. 
V. C. Power, buyer of men’s and boys’ 
work shoes and Hi-Cuts, will take 
over the children’s lines immediately. 
H. J. Erwood, btyer of men’s and 
boys’ dress shoes, will also take over 


the work shoe and Hi-Cut lines imme- 


diately. Robert Fesler, formerly with 


Florsheim Co., Chicago, has been ap- 


Pointed buyer of men’s dress shoes. 
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New England Outlook Encouraging for 1941 





National Defense Program Cited as Contributing to Improved 
Conditions, in Annual Review of New England Shoe 
and Leather Association 


Boston, Mass.—“The outlook for the 
shoe industry in New England, as well 
as for the country as a whole in 1941, 
is an encouraging one,” according to 
the annual review prepared by execu- 
tive-secretary Maxwell Field for mem- 
bers of the New England Shoe and 
Leather Association. “The industry is 
starting the new year with no excess 
inventory of shoes; on the contrary, 
shoe supplies are estimated as slightly 
below normal inasmuch as shoe sales at 
retail in 1940 have averaged 3-5 per 
cent greater than in the preceding year, 
while shoe production has been 7 per 
cent lower in this period. It is also an- 
ticipated that shoe prices to the con- 
sumer will be advanced only slightly— 
if at all—during the first quarter of 
1941 despite the fact that shoe manu- 
facturing costs—due to higher leather 
prices, increased wage costs due to the 
Wage-Hour Law and a larger tax bur- 
den are materially greater than they 
were a year ago. 

“With increasing income levels and 
greater purchasing power as a result 
of the National Defense program, and 
better shoe values than ever before at 
established prices, as well as continued 
government purchases of Army shoes, 
it is estimated that shoe production for 
the year 1941 will slightly exceed the 
record-breaking output of 1939, and 
will total 425 million pairs for the in- 
dustry as a whole and approximately 
152 million pairs for the New England 
shoe industry. 

“Shoe production during 1940 in the 
New England shoe industry centered 
in Massachusettes, Maine, New Hamp- 
shire and Connecticut, it is estimated 
will total approximately 140 million 
pairs. This will represent a decline of 
11 or 12 million pairs, or 8 per cent 
from the 1939 output of 151,752,845 
pairs, New England’s largest annual 
output since 1919. Shoe production for 
the United States should total ap- 
proximately 400 million pairs, a de- 
cline of 6 per cent from the 1939 rec- 
ord-breaking output of 424 million 
pairs, and a gain of 2.5 per cent over 
1938. 

“It is highly significant to note that 
New England’s position in the shoe in- 
dustry is still a dominant one, account- 
ing for 35 per cent of all the footwear 
produced in the country. Approxi- 
mately 50 per cent of all women’s shoes 
and 40 per cent of all men’s shoes are 
manufactured in New England shoe 
factories. 

“This industry is also a vitally im- 
portant one to New England, ranking 
third in importance of all industries in 
this region. Seventy-five thousand shoe 
workers are given employment by some 
400 New England shoe manufacturers, 


who distribute collectively a gross pay- 
roll of $70,000,000 annually. In addi- 
tion, more than 10,000 workers are em- 
ployed in the New England leather in- 
dustry, which is centered in Massachu- 
setts, and fully as many more in the 
allied trades, which supply manufac- 
turers with the numerous materials 
and supplies that are used in the manu- 
facture of shoes. 

“Massachusetts continued to lead all 
other states in the production of foot- 
wear during the year 1940. The latest 
official figures issued by the U. S. Bu- 
reau of the Census are for the 10 
months’ period, January through Octo- 
ber. In this period, Massachusetts led 
all shoe producing states with an out- 
put of 63,786,573 pairs, followed by 
New York State with a volume of 58.8 
millions. It is our estimate that Mas- 
sachusetts’ shoe output for the full 
year will total 74 million pairs, repre- 
senting a decline of 8 per cent from the 
preceding year. 

“Government orders for shoes for the 
Army and Navy during the past six 
months have amounted to approxi- 
mately seven million pairs. Fully 6,- 
250,000 pairs have been Army service 
type shoes of heavy, all leather con- 
struction. The purchase of these shoes 
has enabled the work shoe division of 
the industry to show a gain in output 
of 1.5 million pairs, or 7 per cent, in 
the first 10 months’ period over a year 
ago—the only division to show a gain 
for the year. There remain over four 
million pairs of these shoes which will 
be manufactured and delivered to the 
Army quartermaster’s depot during the 
next five to six months. 

“Although this seven million pair to- 
tal seems relatively insignificant when 
compared to a 400 million pair volume 
for the industry as a whole, the magni- 
tude of these orders appears in its 
proper light when it is realized that 
this represents an increase of 25 per 
cent of the output of the men’s work 
shoe division, in which division these 
service shoes are being reported. An- 
other factor that should be emphasized 
in connection with these government 
orders is their effect on prices—both of 
hides and leather. Thus, last August 
when the first million pairs of these 
shoes were purchased light native cow- 
hides were 9% cents and Colorado 
steers 9 cents a pound. In October, 
when 2,000,000 pairs were awarded, 
comparable prices were 14 and 12 cents, 
respectively, and in December when 
bids were opened on 1,500,000 pairs, 
prices were 13 and 12% cents, respec- 
tively. During these three periods, the 
prices at which shoes were awarded 
ranged as follows: In August, from 
$2.41 to $2.58; in October, $2.65 to 
$2.97 and in December, $3.10 to $3.41.” 
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ABBOTT SHOE CO No. Reading, Mass. 


ESTABLISHED 1855 
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On materials be no skinflint 
The best there IS is Newflex Pigskin. 








NEWFLEX PIGSKIN 





Remodeling Store 


Des Moines, lowa—Ben Isaacson, 
manager of Stearn’s Women’s Apparel 
Shop, 706 Walnut Street, plans to re- 
model and rearrange the shop so that 
the East section may be used for sev- 
eral lines of medium and better grades 
of ladies’ shoes with the new depart- 
ment ready for opening by Feb. 1. 
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Color Significant i in Resort Styles 





Gay Shades Evident in All Types—Shoes Sold for Comfort 
and Coolness as Well as Style 


MIAMI BEACH, FLA.—With the re- 
sort season off to a good start and a 
record crowd in the Miami area for the 
Winter season, the shoe picture as dis- 
closed in Lincoln Road shops offers the 
most colorful selection ever presented 
to American women. Men, too, are buy- 
ing shoes in colors and patterns un- 
heard of in other years. New styles 
are being launched daily, and from 
beach footgear to evening sandals, the 
shoes are gay and smart with a tre- 
mendous amount of detail. 

For example, there is a beach shoe 
in bright red, the new Mexican style 
wedgie, with the heel scored off in 
multicolor blocks. A royal blue cork 
soled wedge has an inlaid wood heel. 
A tan leather model is touched up 
across the vamp with red, blue and 
green, and laced with black. A sandal 
of gay fabric mounted high on a cork 
sole is a colorful combination of deep 
red and blue. There is an endless range 
of color combinations and this season 
each swim and play suit must have its 
own play shoe. 

Burdine’s has an interesting wedge 
sandal in the wide range of new Sun- 
shine Fashion colors at $5.98. For after- 
noon and evening wear their original 
plastic pump at $16.95 has been well 
received. For daytime it is trimmed in 
colored circles of suede in vellow, white 
or royal blue, also in multicolors, pink 
or blue. For evening the circles are of 
gold or silver colored kid. An amber 
plastic has copper penny and Indian 
penny suede circles. 

Delman’s sold the Duchess of Wind- 
sor a charming peasant model of sun 
beige linen, with high platform, and 
cross straps exquisitely embroidered in 
petit-point flowers. Gay little play shoes 
of bright blue and cerise were also 
among those ordered. Definitely snub- 
nosed is another shoe. The toe ends in 
an uptwirl revealing an inch or more 
of soft leather undersole. These shoes 
are perfect for wear with evening 
pajamas—a style that is taking hold 
in this area—and according to the color 
combinations the shoe may be Dutch or 
Persian. Among the combinations is a 
red suede trimmed in blue and green; a 
multicolor snakeskin—stripes of brick 
red, green, blue and gold. 

An interesting note found in several 
Lincoln Road shops is having earrings 
and clips to match one’s shoes. Maida 
Heatter, jewelry designer, has com- 
pleted a new collection for several 
shops which carries out this idea. At 
least two of the shops used the tie-in 
of jewelry and shoes last Spring, but 
it has become more common this season. 

At the new Red Cross Shoe Store the 
“Rogue” model is going places with 
nautical outfits. One interesting com- 
bination is white buckskin, perforated 
vamp and sides, and trimmed with red 


leather piping. More exciting is a red 
buck laced with twisted strands of blue 
and white cording. The shoe, a low 
wedge model, is designed for comfort. 

Play shoes from Ecuador—no two 
designs alike in natural cloth embroi- 
dered in bright tropical colors—have 
been outstanding at Davison’s. These 
shoes are handmade, with heavy circu- 
lar rope soles; they are perfect for pla) 
clothes. 

At Frank’s, well-known haberdash- 
ery, one of the popular new shoe models 
is a sandal of alligator. It sells well 
for wear with slacks. Irvington is show- 
ing a smart play shoe of rust basket 
weave fabric with side tie. Incidentally, 
many of the haberdashery shops have 
added a line of sports and play shoes 
this season. 

I. Miller is featuring an interesting 
patriotic shoe: bands of red, white and 
blue leather pieced together to form th« 
front—blue heel, red strap and whit 
back strap. Their showing of classic 
spectator pumps covers a wide rang: 
from the one-piece open toe model, whit: 
suede spectator well perforated and 
with blue calf trim; white spectato: 
with alligator trim; down to a new 
model in genuine alligator in a berr) 
shade. 

The Ansonia Shop is featuring ga) 
shoe and purse sets. Multicolor linen: 
are popular but the smartest is a 
checked gingham taffeta. 

From the A. S. Beck resort collectio: 
we find that shoes with dressmake: 
touches appear to be in demand. Back 
less pumps are popular; so is color com 
bination of every possible shade. 

The three important requisites fo: 
shoes this season as emphasized by 
early buying would appear to be: first. 
comfort; second, coolness; third, colo: 





New Cataract Sales Manager 


BuFFaALo, N. Y.—Sig. K. Weil’s ap 
pointment as sales manager of sho 
factory, belting and finders’ products is 
announced by the Cataract Chemica! 
Company, Inc., Buffalo. Among M) 
Weil’s duties will be supervision of th« 
company’s technical service. 

Mr. Weil’s sixteen years’ experienc: 
with the company fits him admirab)) 
for this new position and his man) 
friends will wish him every success. 





56,208 Pairs of Shoes in Sale 


INDIANAPOLIS, IND.—To emphasize 
the size of their January sale of shoes, 


Marott’s Family Shoe Store is featur- 


ing that their entire stock of shoes — 
56,208 pairs—is being offered at re- 
ductions in price ranging from 10 per 
cent to 60 per cent. This promotion 

cludes the store’s early Spring styles. 
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Oppose State Sales Tax 


RocHESTER, N. Y.—Members of the 
New York State Shoe Retailers’ Asso- 
ciation will work in collaboration with 
the New York State Council of Retail 
Merchants in opposition to a state retail 
sales tax. 

This was indicated recently by Ernest 
R. Park, president of the former group, 
following action by the Council at its 
meeting in Syracuse when plans were 
made to enroll 100,000 retail store oper- 
ators in the state. 

It is expected that this will be one 
of the subjects to be discussed at the 
mid-Winter meeting of directors of the 
shoe association February 3. 

Because of indications that a strong 
legislative action is to be undertaken 
this Winter to put over the retail sales 
tax—or some other tax which will be 
harmful to the retail business—the 
State Council of Retail Merchants took 
vigorous action at its Syracuse meeting. 

It decided to increase the board of 
directors to “not more than 100” in 
view of the coming membership cam- 
paign in which the affiliation of retail 
merchants “in every trading center of 
the state” is to be sought. 

Louis W. Johnston, president of Sib- 
ley, Lindsay & Curr Company, was 
elected president of the council; vice- 
presidents are: Harold M. Hecht of 
Hengerer’s, Buffalo; Harry Y. Iszard, 
president of Iszard’s, Elmira, and Fred 
E. Bigelow, president of Bigelow’s, 
Jamestown. The chairman of the board 
is Charles E. Cooney, president of E. W. 
Edwards & Son; treasurer, A. V. Ro- 
mano, comptroller of John Schoon- 
maker’s, Newberg; secretary, James 
Hastings of the Carl Company, Sche- 
nectady. 


New Mandel Store 
To Open in March 


LONG BEACH, CALIF.—Work on the 
new. Mandel store is progressing so 
that it will be opened by March 1. It 
is situated on the busy corner of Pine 
and Third Streets., right in the heart 
of the shopping section. This will be 
the fourth Mandel store to be opened, 


A Real Christmas Spirit 


A lot of credit is due Burny’s Shoe Store, Augusta, Ga., one of the 8S. & J. 

Simowitz stores, for its annual Christmas gesture to the poor children of the city. 

Starting five years ago, the store gave away 50 pairs of shoes to poor children. 

This year over 300 pairs were given to charitable organizations in the city for 

distribution. And that’s not all. Each year at Christmas, the store holds a 

Christmas party and every child that comes into the store is given a new pair of 
shoes in addition to candy and toys. 


This year the party was broadcast over a local station from the store with talks 
being given by several well known men of the city. 





others being in downtown Los Angeles 
(main store), on Hollywood Boulevard, 
and in the Wilshire Miracle Mile dis- 
trict. 


Mittelman to Speak at Meeting 


RocHEsTerR, N. Y.—M. A. Mittelman, 
head of I. Miller shoe stores in Roch- 
ester, Buffalo and Cleveland, has been 
invited by Ernest R. Park, president of 
the New York State Shoe Retailers’ 
Association, to speak at the meeting of 
the Greater Buffalo Shoe Retailers’ 
Association at Buffalo on January 20 
when new officers will be installed. 

Mr. Mittelman, a former president of 
the National Shoe Retailers’ Associa- 


tion, will describe outstanding develop- 
ments at the National Shoe Fair in 
Chicago. 


Better Business Requires 
More Space 


MARION, IND.—Better business re- 
quires that Harry Lasky have more 
sales and storage space for his shoe 
store. He plans to have this by the last 
of February, when he will move into a 
new, remodeled two-story building lo- 
cation. He has signed a 10-year lease 
for it, calling for a modern front. He 
plans to use both floors for his shoe 
business. 
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Fale'Lil 
SOF SHOES 


BY SANDLER OF BOSTON 


JIFFY-RUN-ABOUT 


Featured in 
Mademoiselle 
Magasine 


No. 8480—All antique finish uppers, 
treated leather soles, 10/8 heel. 
No. 8484—As above only red dufiex 


soles and heels. 


Widths AAA to © - Sizes 3 te 10 
Price $2.40 10 Day Delivery 


A. SANDLER CO. 








To Open Own Store 


EMMETsBURG, Iowa. — Gene Neville, 
associated with the shoe business at 
Algona, Iowa, for several years, has 
rented the Grier Building or. Broadway. 
After the building is remodeled and re- 
decorated suitable for his needs he will 
open a general shoe store. He also 
plans to carry a few other lines of 
merchandise. 


Vulcan Declares Dividend 


PortsMOouTH, OHIO — Vulcan Corp. 
directors recently voted a 75-cent quar- 
terly dividend on the convertible prior 
preferred stock, payable Dec. 31 to 
stock of record Dec. 20, bringing pay- 
ments for the year to $3. Dividend on 
the accumulative stock was passed. 


Obituaries 


Isaac M. Bachenheimer 


BALTIMoRE, Mp.—Isaac M. Bachen- 
heimer, one of the most unusual figures 
in Baltimore retail shoe circles, was 
buried in Baltimore recently. He was 
the proprietor of the business at Prati 
and Sharp Streets and operated it 
under the name of J. A. Spear. 

The retail business of J. A. Spear 
was founded about 65 years ago by 
Jacob A. Spear who later conducted 
the jobbing business, along with his 
two brothers, that was for many years 
known as Spear Brothers, one of the 
leading wholesale shoe firms south of 
Philadelphia. More than 50 years ago, 
J. A. Spear brought his nephew, Isaac 
M. Bachenheimer, to this country from 
Germany and made him a clerk in his 
retail shoe store. Mr. Bachenheimer 
proved to be hard-working and re- 
sourceful, and he was soon given an 
interest in the business while Mr. 
Spear devoted himself to the wholesale 
enterprise. When Mr. Spear died some 
years ago, he left his share of the busi- 
ness to his partner and Mr. Bachen- 
heimer became the sole proprietor. 

The business was developed along 
unusual lines. The location was off the 
beaten path and Mr. Bachenheimer de- 
veloped an institutional trade that has 
gracually grown in volume. He has also 
developed a mail order business that is 
unique. At this writing it is not known 
what disposition will be made of the 
business. Mr. Bachenheimer is sur- 
vived by his widow and two daughters. 


Harry S. Wolf 


WASHINGTON, D. C.—Harry S. Wolf, 
66, Washington shoeman, died suddenly 
from a heart attack, recently, at his 
home at 1736 Columbia Road, N. W. 

Mr. Wolf had been ill nearly a month, 
relatives said. He had been connected 
with business in Washington more than 
half a century. A native of the Capital, 
he went to work for Lansburgh’s De- 
partment Store while still in his teens, 
remaining with that organization more 
than 20 years. 

Approximately 28 years ago Mr. 
Wolf acquired his own business, and 
since that time had operated a shoe 
store at 929 F Street, N. W. 


Edward C. Lewis 


HARRISBURG, PA.—Edward C. Lewis, 
vice-president and general manager of 
the Dauphin Shoe Company here, 
died recently at the Clearwater, Fla., 
hospital, after an illness of several 
months. He was 71 years old, and had 
been associated with the shoe indus- 
try all his life, serving as vice-president 
of the Dauphin company the past 22 
years. Mr. Lewis had been in ill health 
for several months and went to Florida 
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seeking a change of climate. He is sur- 
vived by his widow, Mrs. Mary Lewis, 
Wellsville, York County, Pa., and two 
sons. 


Fred E. Manson 


NEWBURYPORT, Mass. — Fred Ells- 
worth Manson, 78, retired manufacturer 
of baby shoes, died Jan. 7, at his home 
He was born in this city and began 
business with Louis Barton in a shop 
on Charter Street. Later he was asso- 
ciated with the M. J. Caunt Company 
and until his retirement several years 
ago he conducted the Bay Shoe Com 
pany on McKay’s Wharf. 

Surviving is a daughter, Mrs. Edit! 
Counter, Medford, and a son, Arthur 
E. Manson. 


Charles M. Smiley 


NASHVILLE, TENN.—Charles M 
Smiley, aged 49 years, in the retai 
shoe business in Nashville for the past 
30 years, died recently after an illnes: 
of three months. He had served a 
branch manager for the Nettleton Sho 
Company for the past 18 years, but be 
fore that he managed the shoe depart 
ment of old Maxwell House, followed 
by several years as manager of Josep! 
Frank & Sons shoe department. 





Promote American Design 


CHICAGO, ILL.—Mandel Bros. Depart 
ment Store opened the new year with 
its annual large scale promotion of 
women’s shoes under the direction of 
Frank Popper, head of the shoe depart- 
ment. “Triumphant American Design 
and Craftsmanship” was the theme of 
the promotion adopted for newspaper 
advertising, window displays, depart- 
mental displays, and in the fashion 
showings in the store tearoom. All of 
the State Street windows were given 
over to shoe displays, with complete 
windows devoted to specific types. There 
was one window for resort shoes, one 
for patent and gabardines, one for sad- 
dle leather styles, described as “genuine 
as a frontier handshake.” The corner 
window contained an assortment of 
styles arranged for the occasion—one 
for shopping, one for town, one for 
bridge, and one for dining out. Shoes 
for the occasion were also shown to 
noonday shoppers in special style show- 
ings in the store tearoom. 


Wolfe to Manage 
Samuelson Department 


Eau Criame, Wis.—Charles J. Wolfe 
has succeeded Bernard Kwass as man- 
ager of the shoe department in the Wil- 
liam Samuelson Dry Goods Co. here. 
Mr. Wolfe recently completed a course 
at Dr. Scholl’s and will be assisted by 
Albert Smith, who has been assistant 
to Mr. Kwass. 
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SELL THOSE WINDOW SHOPPERS 


























PRICE TICKETS 


Imprinted Prices on Colorful Seasonal Designs 
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SALESMEN WANTED 








WANTED 
Onky - sr men for established popu- 
lar-priced line of Men's and Boys’ Shoes in 
commission basis 
proven. Territory open: Georgia, Arkansas, 
my <4 Missouri, Illinois, Wisconsin, Kan- 
sas, Oklahoma, Southern California. 


ty BOOT & SHOE ~ * ae 
York, N 


Address 11. 
42nd Street, New 








: New York 
New 








Address 14, care eecr ry SHOE RECORDER 
100 East 42nd New York, N. Y. 





Opportunity for promo- 


ae a ye 
in organization : 


Large growing Chai 
Mest "aie exceptional appearance. A 
tions must give full details to be considered. 
State salary expected. Box 943, 1474 Broadway, 
New York. 


exceptional line Shoe 

Dressi: Dyes, new rub White Powder 
Bag with a4 All territory. Large com- 
missions. Write experience, reference and ter- 
ritory. Address $10, care Boot & Shoe Recorder, 
100 East 42nd Street, New York, N. Y. 


S ro to seli 





POSITION WANTED 


RETAIL SALESMAN, MANAGER OR 
BUYER, 25 years’ shoe experience; can also 


trim windows. Forty-two years of age; married; 
ref move anywhere. C. ED. 


erences. Will mov 
SCHRIVER 654 EAST MARKET STREET, 
YORE 








MANAGER for Men's or Family Shoe Store 
in New England town—Massachusetts pre- 
ferred. hly experienced buyer. Avail- 
able within two months. Address %9, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York, N. ¥ 


SHOE BUYER AND WERCHANDISER- 

An executive now connected with one of the 
Nation’s largest wholesale mail order concerns. 
Also many years as buyer with large depart- 
ment and shoe stores. Well versed in market 
conditions and knows where to purchase for 
quality and economy. Forty-four years old, 
protestant, best of references from present em- 


and other concerns. Address $13, care 
& _ Recorder, 209 So, State Street, 


| WANTED TO PURCHASE 


WANTED TO PURCHASE 








WE y cash for close out lines of ARCH 
| SUPPORTS, Dr. Scholl’s and other national 
| brands. Send list of sizes and styles. D. L. 

Dave, 634 Monroe Street, Denver, Colorado. 








LINE WANTED 





WANTED: To contact manufacturers or job- 

ers wanting services of experienced specialty 
| amd general line salesman for Indiana and 
| adjacent. Prefer lines stocked Central West 
unless volume proposition. 


Can handle non- 
| conflicting short lines. Address 28, 


care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 





FOR SALE 


HOE STORE, Popular 

Shoes; long established; good, down-town- 
corner tion, Charleston, W. Va. Low rent. 
stock opti Good reason for selling. Ad- 
dress $12, care Boot & Shoe Recorder, 100 
East 42nd Street. New York, » A 








priced Women’s 


Increased Demand for 
Athletic Shoes 


WASHINGTON, D. C.—Increased par- 
ticipation in all types of athletic activ- 
ity is found by a Department of Com- 
merce leather specialist to have doubled 
the demand for athletic footwear during 
the past decade. J. G. Schnitzer, writ- 
ing in the current issue of Domestic 
Commerce Weekly, reports that pro- 
duction of shoes and other types of 
footwear for use in sports of various 
kinds where special footwear is neces- 
sary or desirable increased from 1,162,- 
000 pairs in 1929 to 3,857,000 pairs 
during 1939. This was a gain of 139 
per cent. 

“Production gains,” Mr. Schnitzer 
wrote, “continued in 1940, increasing 
11 per cent during the first nine months 
over the same period of the preceding 
year, despite an 8 per cent decline in 
the output of footwear for all purposes 
during these periods.” 

The Commerce Department’s leather 
division found that increased demand 
for athletic shoes and other leather 
products resulted from bowling, horse- 
back riding, football, baseball, ice ska- 
ting, roller skating, golfing and hunting. 





Buyers of Surplus Stocks 
We will buy surplus or entire stocks of shoes 
m manufacturers, jebbers or retailers. 

QUANTITY NO OBJECT 


KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








BUYERS OF 


MAN we. y—- +e 
URPLUS STOCK 
We buy for eau surplus or complete toe stacks 


Branded or 
w Write, wire or - dg 
BARSH CEASAR 
14 8. Third St. Philadelphia, Pa. 


Phone Market 9139 








WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also randed Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn-Bush, Etc. 
| BS y. IN BUBIN 
Howe of Jobe” 
SD Reade St., Cor. Church 
Vhone Barclay 7-7887. New York City 











SHOE STORES WANTED 


FOR CASH 
Men's, women’s, children’s shoes retailing 
from $5.00 and up. Short term leases as- 
sumed. Write in confidence to 
A. L. BARIS, Pres. 
BARIS SHOE CO. we. 
79-81 Reade St., 


Unusual Taidoume on on nes, 














SS ee 


Heads Square Deal 
Organization 


Rocuester, N. H.—Herbert E 
Thompson, has been renamed as presi 
dent of the Square Deal Organization, 
the employee’s group at the Maybur) 
Shoe Co. here. Others named included 
Fred Dionne, vice-president; Paul Be 
land, treasurer; Gerard Couture, secre 
tary; Hervey Maxfield, conductor 
Catherine Casey, lecturer; Angi 
Thompson, chaplain; Amos Paquette 
sentinel. 














should be counted. 
advertising is payable 





all other 
a box number is desired twelve words should be added for the address. In 


CLASSIFIED ADVERTISING RATES 


Lines Wanted” advertisement is 4 cents per word for all undisplayed advertisements. Mini- 
classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 


all other cases each word of the 


for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
must be in our New York office on Friday of the week preceding publication. “™ 














BOOT ann SHOE RECORDER, January 18, 1941 


Houston Merchants Prepare for Spring 





Early Stocking of Spring Shoes Attributed to Proximity of 
Resorts—Tan Particularly Good in Both 
Men’s and Women’s Styles 


Houston, TexaS—Spring has arrived 
in Houston although the Wintry blasts 
are just beginning. Spring shoes ar- 
rived early to be ready for immediate 
sale after Christmas for the first Janu- 
ary trade. 

Shoe merchants of Houston are agreed 
that various shades of tan for both men 
and women are the thing for a Southern 
Spring with beige and blonde particu- 
larly important. Men’s shoes are going 
into broader toes, Western styles and 
moccasins. 

A new type of shoe with rope sole 
was introduced into Texas and Houston 
by Max Sharp at the Alaskan shoe de- 
partment. These were developed and 
introduced by the research department 
of the Rockefeller unit. This new pro- 
cess can be utilized in men’s, women’s 
and children’s shoes, Mr. Sharp said, 
particularly in play and sport models. 
The shoes have enjoyed great popu- 
larity in Houston, since they are par- 
ticularly adapted to this climate, Mr. 
Sharp said. 

Mr. Sharp is optimistic over the out- 
look for Spring. More than 50 per cent 
of the shoes which he has purchased for 
the Spring trade have been sports 
types. Low heels are outselling high 
heels seven to one at this exclusive 
store. “Both men and women are slack- 
conscious,” Mr. Sharp said, “and that 
cuts down the high heels, for one can- 
not use high heels with slacks and play 
clothes.” 

Multi-colored and candy stripes will 
be the vogue for Spring, Mr. Sharp 
said. Merchants here as expecting de- 
liveries on or about the 25th of Decem- 
ber of the candy stripes which will 
match bags and hats already on display 
at the Alaskan. These candy stripes 
will be in pastel shades of every hue, 
with advance shoes being featured in 
all styles. 

At Krupp & Tuffly, Inc., L. F. Tuffly, 
buyer for the store, and Jake Minchen, 
budget department, just returned from 
Philadelphia and New York where they 
bought shoes for the Spring trade. 

Patents and gabardines in black, 
blue, beige and toast with some reds and 
a small quantity of high style shoes 
have been stocked for Spring, J. H. 
Scoggins, assistant buyer said. These 
shoes are for the higher priced trade 
of the third floor. Elasticized stepins 
will continue in vogue, Mr. Scoggins 
said. Gabardines will be trimmed with 
matching patent and calf. Slack shoes 
and play shoes will play a prominent 
part in this store’s trade. A large 
quantity of red, blue and high colors 
have been ordered for the resort trade. 
With sc many resorts near Houston, the 
‘purchase of these shoes was wise for 
the particular trade of this store. Black 


‘ 


is the leader in all styles. 


In the budget department Jake 
Minchen said that the pumps with 
medium heels, elasticized gabardine will 
be the thing for Spring with early 
trends in black. There will be a few 
colors in this department. 

In the men’s department of this ex- 
elusive shoe store Joe Siragusa, man- 
ager, said that the general trend is to 
antiqued and moccasin styles. At pres- 
ent the darker shades of brown are bet- 
ter. Browns are favored over blacks 
for early Spring, and styles have gone 
Western. Older men are now buying 
stylish shoes because styles have been 
made more comfortable and shoes are 
soft and flexible. The biggest seller at 
this store is the moccasin followed by 
the brogue. 

At Foley Bros., blacks are holding 
the spotlight, followed by gabardines, 
alligators, lizard and snakeskin. An- 
tique tan calf is also a popular number 
for Spring. Shades of tans and browns 
will also be in the picture for Spring, 
J. W. McQueen, assistant manager 
said. Neill Harling, manager and buy- 
er for the shoe department, spent a good 
part of December at St. Louis buying 
Spring numbers. 

S. S. Slater, manager of the Bos- 
tonian shoe department at Rolle, Jewett 
& Beck, exclusive men’s furnishing 
store, said the trend in men’s shoes at 
this store would be broader toes in 
brown and white, brown with antique 
finish, and two tones of tan. Black and 
white, or cream colored bucks with 
brown trim are expected to sell well. 
Ventilated shoes will comprise 20 per 
cent of the stock with the two tones in 
champagne and brown or sand and 
brown very good. 

Houston merchants are preparing for 
the biggest Spring season since 1929, 
all are agreed. Each store is stocked 
to the limit with new colors and styles 
in all sizes. Youth shees follow the 
trend for men’s and women’s shoes. 


Military Influence Seen 
In Men’s Shoes 


SEATTLE, WASH.—There is a tendency 
toward heavy double soled brogues built 
in the military. manner in present day 
men’s shoes according to T. E. Peters, 
manager of French Shriner & Urner’s 
store in Seattle. Men also desire a 
broader-toe last in both wing and 
straight tips; in color the browns are 
leading over the blacks. 

Mr. Peters, who for many years has 
managed the Seattle shop, located in 
the Olympic Hotel, said that the same 
shoes are shown in the Seattle store as 
are shown in New York, at the same 
time and at the same price. He expects 
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MERCHANTS’ NEEDS 


MAKE MORE SALES 


with the original 
| SHOE DOCTOR SHRINKERS 


| 





FOOT COMFORT easily 
provided for hard-to-fit or 
abnormal feet. Our Shoe 
Doctor Shrinkers when used 
with our specially pre 
pared fluids, give the 
Proper fit to shoes which 
fit large around the top, 
slip at the heel, or gap at 
the sides. Any fullness or 
wrinkles in leather or fab- 
ric are easily shrunk with- 
out harm. 


$47.50 


Curved type tron 


Special combination offer $25.00 (fluids in- 
| cluded in above prices). 


| 
Send your order or write for detail information 


E. C. SMELTZER CO. 


121 EB. Gist Street. Indianapolia, tna. 


an increase in sales for December be- 
eause of Christmas selling and feels 
confident there will be a substantial 
increase over last year’s business. This 
increase will continue throughout 1941 
because of the great numbers of people 
who are finding employment in the 
rapidly expanding industries in the 
Seattle area. 

French, Shriner & Urner in Seattle 
do not count on any Christmas rush 
for a rising business index however. 
This store, because of its location in the 
leading hotel in Seattle, maintains a 
satisfactory level of sales throughout 
the entire year. The Seattle store gets 
trade from all over the world. A record 
of each customer’s last is kept on file 
and many repeat orders from Honolulu, 
Manila, Alaska and other distant parts 
are filled by mail. Shoes have been sold 
in the Seattle store to people living 
in every state in the union. 

French, Shriner & Urner Gift Certifi- 
cates make it possible for people living 
in Seattle to give a pair of shoes as a 
Christmas present to friends living in 
any city where a French, Shriner & 
Urner store is located. 

This store also features a full line 
of military boots and shoes for which 
there has been a heavy demand from 
army officers stationed in and around 
Seattle. A wool lined aviation boot, 
light in weight, yet very warm, is 
being displayed. 

Wing-tipped, double soled, Scotch 
grained brogues in dark brown with 
antique finish are popular with the Uni- 
versity of Washington Huskies for 
campus wear. 





